











GOES A.G. A. 
ina*lI00,000 


New Freedom Gas Laundry Contest 
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The American Gas Association 
and Colgate's AD, the Advanced 
Detergent, have joined forces to 
create the most exciting laundry 
promotion in history ... the 
promotion that will feature 100 
New Freedom Gas Laundries 

as prizes. 





PACKAGED IN 2 FORMS 


AD in big RED package is light-gravity product; 


AD in smaller BLUE packagef is heavy-density 
product, requiring smaller amount (as little as 
ee aiken: 
mplete dir ; 
—. Feather Your Nest... 84 Stations — — 


Big Pay-Off . .. 97 Stations 


Aw SAMPLING 


AD Complimentary Packages available 

for participating Utilities. 

PROMOTION AND PUBLICITY 

In the nation’s grocery stores and supermarkets. 


DISPLAY MATERIAL 


Colorful banners, entry blanks and 
mats furnished by Colgate. 


Pennant and poster sets available from A.G.A. 


CONTACT... Colgate-Palmolive Co., Promotion Dept., 
105 Hudson Street, Jersey City, N. J. 


OR A.G.A.’s Promotion Bureau. 


























Ruth Canady’s sunlit view of 
Oklahoma Natural scrubbers 





tn new year brings forecasts and 
reviews. Beginning on page 2 is 
Dean Mitchell’s report on the gas 
industry’s achievements for 1955. 

. Speaking for gas appliance 
manufacturers, W. F. Rockwell Jr. 
predicts another record-breaking 
sales year in 1956 (see page 7). 

. Our lusty relation, the LP-Gas 
industry, continues its phenomenal 
growth, racking up an over-all sales 
increase of 17.4 per cent in 1955 
over 1954. The annual compilation 
prepared by Phillips Petroleum be- 
gins on page 9. . . . We like the 
way Minneapolis Gas Company is 
looking into the future by bringing 
the city’s high school girls into its 
showrooms. Read on page 14 how 
this utility is telling the story of 
modern gas appliances to an audi- 
ence that counts. ...A_ similar 
story, though hard-hitting and more 
competitive, is being told by North 
Shore Gas Company to its own 
employees. When its electric com- 
petitor began a campaign of ads, 
North Shore replied with action— 
directed primarily to its own people. 
We carry a report on page 21... . 
Have you ever stopped to remark 
on the vast job it is to keep a gas 
company’s shelves supplied with all 
the multitudinous articles needed 
for its operation? On page 16 you 
can learn how Washington Gas 
Light modernized its purchasing 
and stores procedures. . . . 
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Attain new highs in sales, users 





By DEAN H. MITCHELL 


President, American Gas Association 
President, Northern Indiana Public Service Company 
Hammond, Indiana 


he past year was one of the most successful in the history 

of the gas utility and pipeline industry. During 1955 the 
industry reached new record highs in numbers of customers 
served with utility gas, in volume of gas sold to ultimate con- 
sumers and in revenues received from the sale of gas. 

Reserves of natural gas at the beginning of 1955 were at 
an all-time high, despite a new record production figure in 
1954. The industry added more than one million new cus- 
tomers during 1955. 

Natural gas systems are continuing to spread into new areas 
and to augment supplies in residential and industrial areas 
now served. With the completion of the Pacific Northwest 
pipeline, only two states in the nation will not be receiving 
natural gas. Expanded use of underground storage is making 
it possible to serve more customers with a minimum increase 
in distribution facilities. 

After a careful review of the present record figures and the 
factors that were responsible for the successful achievements 
of 1955, most members of the American Gas Association pre- 
dict another record year in 1956. There is an almost unani- 
mous belief among gas utility and pipeline companies that 
new records will be established in all areas of gas service next 
year. 

Under approval of the Federal Power Commission about 
4,500 miles of new natural gas transmission pipeline were au- 
thorized last year. More than 3,000 miles of transmission line 
actually were laid with the remaining 1,500 miles under way 
at the year-end. 

More than 22,000 miles of natural gas distribution and 
storage pipeline, not requiring FPC approval, were constructed 
during the year. Today, the total of natural gas gathering, 
transmission, distribution and storage pipelines in the United 
States is more than 445,000 miles. With an additional 50,000 
miles of pipeline carrying manufactured and mixed gas, the 
nation’s entire gas pipeline now is approaching one-half mil- 
lion miles, and will pass the 500,000 mile mark in 1956. 
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Gas utility and pipeline companies spent approximately 
$1,385,000,000 for new construction and expansion of facili- 
ties during 1955. The industry expected to spend an addi- 
tional $1,205,000,000 for each construction in 1956. Esti- 
mates made by A. G. A. Bureau of Statistics place total con- 
struction expenditures for the four years from 1955 through 
1958 at more than $4,300,000,000. The gas industry now has 
nearly $16 billion in gross assets and is well on its way to 
becoming a $20 billion industry. 

At the end of 1955, the gas utility industry was serving 
about 29,210,000 customers, including about 243,000 LP-Gas 
customers served directly by gas utility companies. This was a 
gain of about 1,056,000 customers or an increase of 3.8 per 
cent over 1954, when the industry was serving about 28,154,- 
000 residential, commercial, industrial and other customers. 
There were approximately 7,500,000 customers served with 
LP-Gas in areas not on gas utility mains. The total of nearly 
29 million straight utility gas customers was a new record, 
as was the total for all gas customers. 

More than 24 million customers were receiving natural gas 
at the year-end, a gain of almost two million customers, and 
an increase of 8.4 per cent over the 22,159,000 natural gas 
customers served at the end of 1954. Manufactured and mixed 
gas customers decreased to less than five million customers, 
a decline of 14 per cent, as additional companies converted 
to use of straight natural gas. 


Utility sales up 8.2 per cent 


The gas utility industry sold approximately 66,500,000,000 
therms of gas during 1955, a new record volume. This was a 
gain of 8.2 per cent over the 61,428,200,000 therms sold in 
1954. 

Natural gas sales achieved a new high of 62,908,000,000 
therms, up 8.4 per cent over the 58,000,000,000 therms sold 
a year earlier. Manufactured and mixed gas sales totaled about 
3,464,000,000 therms, an increase of 3.9 per cent over the 
previous year’s volume. 

Revenues from utility sales of gas nearly reached the $314 
billion mark, in achieving a new record total of $3,473,- 
328,000, a gain of 13.8 per cent over $3,052,000,000 a pre- 
vious record high established in 1954. Natural: gas revenues 
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@ Year-end review reveals 1955 as one of gas industry’s best yp one 


increased 16.2 per cent to total $2,995,000,000, also an all- 
time high. Manufactured and mixed gas revenues were 
about $458,000,000, up 0.4 per cent over the previous year’s 
total. 

Full certification was granted during the year by the FPC 
for the construction of the American-Louisiana Pipeline Com- 
pany’s 1,200 mile line from Texas to Michigan and for the 
1,800 mile line of the Pacific Northwest Pipeline Company 
from the San Juan Basin to the Northwestern states. Both of 
these lines are well under way. 

The position of the Pacific Northwest Company has been 
greatly strengthened by the recent FPC decision authorizing 
the importing of Canadian gas. The West Coast Transmission 
Company now will construct its line bringing Pacific North- 
west additional supplies of natural gas from the Peace River 
fields. Several major transmission lines completed extensive 
looping and paralleling lines during 1955. 

Underground storage operations increased substantially dur- 
ing the year ending December 31, 1954. At the start of 1955 
there were 172 underground storage pools located in 17 states 
and an additional 12 pools were under construction. These ac- 
tive pools had an ultimate capacity of 1,859 billion cubic feet. 

There are 6,395 active storage wells in operation in the 172 
pools. It is estimated that the 12 pools under construction 
would add nearly 200,000,000,000 cubic feet of storage space 
for underground storage of natural gas. With new gas house- 
heating customers estimated to be added for the next few 
years at a rate of about 1,200,000 per year, underground stor- 
age of gas becomes an increasingly important factor in sta- 
bilizing the gas load. 


Storage, reserves set marks 


The gas industry spent nearly $75 million on construction 
of underground storage facilities in 1955 and will spend 
nearly $50 million on such facilities in 1956. It has been esti- 
mated that about $187 million will be spent on underground 
storage construction in the years 1955 through 1958. 

Proved recoverable reserves of natural gas at the beginning 
of 1955 had reached a new high level of 211.7 trillion cubic 
feet, an increase of about 263 billion cubic feet over reserves 
at the beginning of 1954. Production of natural gas in 1954 
reached a new peak of 9.4 trillion cubic feet, but new discov- 
eries and extensions of revisions of previous estimates more 
than offset this tremendous use of natural gas. 

A. G. A. statisticians estimate that a great potential market 
for sales of gas heating equipment exists in the United States 
today. With a maximum of promotional effort and product 
design improvement, the gas utility industry could sell more 
than 20 million gas heating units of all types in the five years 
from 1955 through 1959. Actual sales of such heating units 
in the five years ending in 1954 amounted to 15.1 million 
units. A potential market for nearly 60 million gas appliances 
of all types exists in the United States for the next five years 
if consumer purchasing power remains at present levels. 

It is anticipated that space heating requirements in 1957 
should be 53 per cent ahead of 1954. Over-all sales by the gas 
utilities in 1957 could total about 75 billion therms. 


To meet accelerating needs for gas service, the gas industry 
will require 6.2 million tons of steel pipe for the 1955-1958 
period. Approximately 2,200,000 tons of steel were used in 
1955 alone. Of the total amount about three million tons will 
be in the form of 16 inch or larger diameter pipe, primarily 
used for natural gas transmission lines. An additional 199,000 
tons of steel in other forms, and nearly 815,000 tons of cast 
iron will be required by the gas industry from 1955 through 
1958. 

Aggressive merchandising and promotional efforts on the 
part of gas utilities and appliance manufacturers and their 
dealers resulted in increased sales of gas appliances during 
1955. Sales of gas ranges, exclusive of built-in types, totaled 
about 2,280,000, compared with actual sales of 2,023,000 gas 
ranges sold in 1954. Automatic gas water heater sales last year 
totaled about 2,800,000 units an all-time high compared with 
2,281,000 units sold in 1954. 

The tremendous gains made in sales of gas house heating 
in past years continued to reflect in sales of central heating 
units, which last year totaled about 1,146,000 units, or about 
200,000 units more than were sold in 1954. These sales in- 
cluded about 850,000 floor furnaces, 245,000 conversion units 
and about 91,000 central heating units of other types. 

Sales of gas refrigerators were the highest in recent years. 
Automatic gas clothes dryers established one of the best rec- 
ords in the brief history of this comparatively new appliance. 
Sales of automatic gas clothes dryers last year were in excess 
of 350,000 units, compared with 260,000 units sold in 1954. 
It is conservatively estimated that there are more than one 
million automatic gas clothes dryers in use today. 

Sales of gas air conditioning and gas incineration units also 
are reported to be increasing. Research efforts being devoted 
to these appliances are expected to improve the efficiency, cost 
and sales of these appliances greatly in the next few years. 

Expanded facilities completed during the year, together 
with improvements in operating procedures, enabled the 
A. G. A. Laboratories at Cleveland and Los Angeles to pro- 
vide greater service to the industry. Approximately 5,700 new 
models of gas appliances were tested during 1955. Approvals 
for Canadian manufacturing companies also increased sub- 
stantially. : 

Central heating appliances accounted for over 50 per cent 
of the appliance testing revenue. Testing of water heating 
equipment continued active, while domestic range activities 
centered around built-in sections, equipment with thermo- 
statically controlled top burners and low input pilots. 

Over 800 field and factory inspections of production models 
were made by the Laboratories’ inspectors prior to granting 
or renewing certification. An increase of about 400 per cent 
in unannounced inspections was made, supplemented by al- 
most 300 inspections on users’ premises. 

Eighteen PAR financed research projects were under study 
at the Laboratories with emphasis on development of gas in- 
cinerators. An experimental incinerator has been developed 
that effectively reduces smoke and odor emission. Further per- 
formance improvements and simpler fabrication principles are 
being sought. Other research studies for domestic and com- 
mercial cooking, water and house heating and general gas 
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utilization are under way. 

Research bulletins and reports have been published provid- 
ing advanced technical knowledge to the industry. The Ap- 
proval Requirements Committee adopted 15 revised appli- 
ance, accessory and installation standards. More than 450 
utility and manufacturer representatives were brought to- 
gether through some 40 meetings to develop the new and re- 
vised appliance standards. 

The Association’s office in Washington is in continuous 
touch with the Federal Government. A running digest of all 
legislative matters in Congress affecting gas has been made 
available to member companies through 1955. Information 
concerning gas has been made available to Congressional com- 
mittees on request, and individual requests by members have 
been filled. 

Federal Power Commission policies and actions in the area 
of regulation since the Phillips decision have been reported 
as they develop. The Washington office has aided Federal 
agencies in making fuel determinations and in writing speci- 
fications. Tax matters, from Congressional conception to 
Treasury regulation, are under continuous observation and 
reporting. 

The second ten years of the gas industry's Promotion, Ad- 
vertising and Research (PAR) Program began in 1955. Sev- 
eral new projects were initiated, including the large-scale air 
conditioning research program. An investigation has been 
launched to ascertain the possibilities of a national television 
program. 


Records PAR progress 


The PAR Public Information Program made substantial 
progress. Materials are being furnished and workshops con- 
ducted to benefit gas companies wishing to start or augment 
their own public information activities. An economic informa- 
tion program emphasizing awareness of the nation’s vital 
stake in a strong privately managed gas industry has been 
launched. The use of gas and gas appliances has been publi- 
cized and promoted in women’s magazines, shelter magazines, 
builders publications, as well as in special editions of leading 
newspapers throughout the nation. 

A major revision in the over-all PAR subscription pattern 
provided a basis for voluntary pipeline support for promotion, 
advertising, utility research or public information activities. 
More active efforts have been made to demonstrate the many 
local benefits of various PAR activities to gas utilities and 
pipelines. 

These factors helped make 1955 one of the most successful 
years in PAR’s history. A record of $2,341,293 was subscribed 
for the PAR program, an increase of $325,829 over the pre- 
vious year. Of this sum, $1,171,540 was designated for pro- 
motion and advertising, $1,109,753 for research and about 
$60,000 for administration, including Gas Industry Develop- 
ment Program activities. 

Last year brought 23 new subscribers to PAR—16 renew- 
ing their support after several years’ lapse and seven making 
their first subscriptions. Three pipeline companies made regu- 
lar subscriptions to the PAR program. Nearly $100,000 was 
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b one million customers added and records set in revenues, volume 


Sales and revenues 


NATURAL GAS 
CUSTOMERS, SALES AND REVENUES 
1955 Compared with 1954 (Preliminary) 


CUSTOMERS (at December 31) 


Residential 
Commercial 
Industrial 
Other 

Total 


CUSTOMERS (Average) 


Residential 
Commercial 
Industrial 
Other 

Total 


SALES (Thousands of Therms) 


Residential 
Commercial 
Industrial 
Other 

Total 


REVENUES 


Residential 
Commercial 
Industrial 
Other 

Total 











Percent 
1955 1954 Change 
22,085,000 20,398,000 -+ 8.3 
1,818,000 1,651,000 -+-10.1 
96,000 83,000 +15.7 
29,000 27,000 _ 
24,028,000 22,159,000 + 8.4 
21,210,000 19,719,600 + 7.6 
1,705,000 1,572,400 -+ 8.4 
92,000 81,600 -+12.7 
28,000 24,800 = 
23,035,000 21,398,400 + 7.6 
19,908,700 17,830,300 -+-11.7 
5,492,800 4,909,100 -+-11.9 
34,574,800 32,407,100 + 6.7 
2,931,800 2,867,600 _ 
62,908,100 58,014,100 + 8.4 
$1,675,412,000 $1,436,653,000 -+-16.6 
363,479,000 303,923,000 -+-19.6 
878,679,000 767,212,000 -+-14.5 
77 047,000 68,522,000 _ 
2,994,617,000  2,576,310,000 -+-16.2 


TOTAL GAS UTILITY INDUSTRY 
CUSTOMERS, SALES AND REVENUES 
1955 Compared with 1954 (Preliminary) 


CUSTOMERS (at December 31) 


Residential 
Commercial 
Industrial 
Other 

Total 


CUSTOMERS (Average) 


Residential 
Commercial 
Industrial 
Other 

Total 


SALES (Thousands of Therms) 


Residential 
Commercial 
Industrial 
Other 

Total 


REVENUES 


Residential 
Commercial 
Industrial 
Other 

Total 














Percent 

1955 1954 Change 
26,894,900 25,947,000 -+ 3.7 
2,162,100 2,064,000 -+ 48 
121,300 112,300 + 8.0 
31,100 30,100 = 
29,209,400 28,153,400 + 38 
26,304,600 25,397,500 + 3.6 
2,082,600 1,990,700 + 4.6 
119,300 111,900 + 6.6 
31,100 27,700 _ 
28,537,600 27,527,800 -+ 3.7 
22,226,700 20,031,000 -+-11.0 
5,970,700 5,404,900 -+-10.5 
35,295,800 33,095,500 + 6.6 
2,965,000 2,896,800 _ 
66,458,200 61,428,200 + 8.2 
$2,026,623,000 $1,782,670,000 -+13.7 
434,405,000 377,749,000 -+-15.0 
932,652,000 820,515,000 -+-13.7 
79,648,000 71,210,000 — 


3,473,328,000 





3,052,144,000 


+13.8 








made available for the Public Information program during 
its first year. 

PAR Pipeline Research likewise had record subscriptions 
of $250,385, though these fell short of the $300,000 quota 
set by pipeline operating executives to carry out the most es- 
sential pipeline research activities. 

Recognition of the importance of economical, competitively 
priced gas all-year air conditioning devices sparked the initia- 
tion of a $300,000 PAR research activity in this field. PAR 
endeavors in this field have been closely coordinated with con- 
current work of leading manufacturers in the field, so as to 
assure maximum over-all benefits and the least duplication of 
effort. 

The success of such efforts can be best indicated by quoting 
the comment of a national magazine, Business Week. In a re- 
cent issue in an article devoted entirely to gas air conditioning, 
the magazine declared, ‘Gas air conditioning is not just a gas 
industry dream. Several companies are getting ready to market 
a gas-powered air conditioner in the next year or two. The in- 
dustry is eager to seize the market. It would help level out 
the demand for gas during the year.” 

As pointed out earlier, substantial progress has been made 
toward the development of a laboratory model gas incinerator. 
The time is much nearer when utilities can expect a completely 
odorless and sootless incinerator to serve as a source for ad- 
ditional revenues. 

Last year, A. G. A. budgeted more than $1 million for na- 
tional advertising. 

Record-breaking, all-gas spectaculars dominated the PAR- 
financed national advertising program for 1955. By coordinat- 
ing editorial copy with advertising copy, these sections gave 
full impact to the industry’s theme that gas is the modern fuel 
for modern Americans. 

Publications carrying the 190 pages of combined editorial 
and advertising copy included Saturday Evening Post, Better 
Living Magazine, Restaurant Management, Woman’s Home 
Companion and American Builder Magazine. Hundreds of 
thousands of reprints of this material featuring gas appliances 
and gas services were distributed, in addition to the millions 
of copies distributed to regular readers. 

The ten Action Demonstration Cities continued active ex- 
perimentation during the year with new and more intensive 
marketing, servicing and advertising techniques. Several cities 
have adopted these techniques as a part of their permanent 
way of doing business. Efforts were made to encourage addi- 
tional participation in the program by gas utility companies. 
Significant progress was made during the year to eliminate 
obsolete or unnecessary local gas appliance requirements. 

The new General Management Section held its first annual 
conference during 1955 and participated actively in the An- 
nual Convention at Los Angeles. Seminars on ‘Accident Pre- 
vention Through Informed Supervision” were conducted by 


the Accident Prevention Committee in several states during 
the year. 

The Accounting Section sponsored another successful elec- 
tronics seminar in Philadelphia. A. G. A. and Edison Electric 
Institute Accounting Sections have contracted with Harvard 
University for a research project for the development of elec- 
tronics equipment and procedures for use by the electric and 
gas industries. 

The fifth biennial school for industrial and commercial gas 
men was conducted during 1955 and brought to more than 
700 the number of gas men who have attended this educa- 
tional project. New requirements for installation of consumer- 
owned gas piping on industrial and commercial premises were 
prepared and issued. Work is progressing on similar recom- 
mendations for installation of industrial equipment, which 
with the piping installation recommendations will become 
American Standard. 

Continuing its policy of long-range planning, the Residen- 
tial Gas Section recommended advertising and promotional 
campaigns that were incorporated into the regular PAR pro- 
gram. New installation techniques were included in a revision 
of the “Guide for Installers of Heating Equipment” and more 
than 50,000 copies of the guide have been sold to gas utility 
companies for local use. 

The A. G. A. Home Service program was an important 
source of assistance and information to home service depart- 
ments of member companies. In the gas industry there are 
now more than 1,600 trained home economists. 

The Utilization Bureau reports that participation in the 
atomic test in Nevada showed that the underground gas sys- 
tems probably would be very little damaged by nuclear 
weapon attack. Appliances would suffer damage in varying 
degrees depending upon their proximity to ground zero. 


The Operating Section continued work on a number of | 


projects aimed at helping solve technical problems facing the 
industry. These projects ranged from surveys on operating 
techniques to preparing manuals and developing standards. 
Some of the projects were: gas conditioning, history of gas 
company use of radio facilities, peak load shaving, under- 
ground storage statistics, deliverability problems, design of 
high and low pressure services and plastic pipe standards. 

The gas industry constantly seeks to improve both its prod- 
uct and its service. Gas appliances today are the most modern 
household devices that can be installed in American homes. 
New sales techniques and promotional plans are bringing the 
industry greater shares of the new home and replacement mar- 
ket. Natural gas reserves continue to gain and success has been 
achieved in the production of substitute gases for natural gas 
to augment our natural resources in that field. With so many 
factors in the industry's favor it is evident that the gas utility 
and pipeline companies cannot fail to move ahead to new 
record high levels in 1956. 





American Meter moves Pacific operations to suburban site 











MERICAN METER CO., Philadelphia, has 

moved the first unit of its Pacific Coast 
manufacturing, sales and general offices from 
metropolitan Los Angeles, where it has been 
situated for more than 50 years, to its new 
suburban 20-acre site at 300 North Gilbert 
Ave., Fullerton, California. 


The new 60,000 square foot, single-story 
structure has modern production facilities for 
the manufacture of gas meters and regulators 
and will provide for expanded warehousing 
and servicing of commercial and industrial 
meters and regulators. Employment for more 
than 100 persons will be provided at this plant. 


This move, announced by George W. 
Stevenson, general manager, Pacific Coast 
operations, was made in anticipation of the 
continued rapid growth of the gas industry is 
the West. The new suburban location will also 
allow for future expansion of productios 
facilities. 
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By W. F. ROCKWELL, JR. 


President, Gas Appliance 
Manufacturers Association 
President 

Rockwell Manufacturing Company 


ou don’t need an expert to tell you 

business is good—not if you've got 
36 million regular customers on the 
books and a million more all but knock- 
ing down the door. 

That’s the situation in the gas indus- 
try. The past year was the biggest in his- 
tory, and 1956 is sure to see a new set of 
all-time records for the industry. 

The number of gas utility customers 
topped 29 million in 1955. It will ap- 
proximate 30 million in 1956, and the 
number of LP-Gas users will raise the 
total of all types of gas customers to 
about 37 million by the end of the year. 
New peaks in gas usage are sure to be 
reached in homes, in industry and in 
commercial establishments and institu- 
tions. 

As a result manufacturers of all types 
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of gas appliances and equipment will 
enjoy a favorable sales climate and are 
likely to top their banner performances 
of 1955—with water heaters, furnaces 
and ranges leading the way. 
Manufacturers of automatic gas water 
heaters shipped 2,799,000 units in 1955. 
This was an all-time high and was 22.7 
per cent above the 1954 total. It’s worth 
noting that these manufacturers a year 
ago estimated that sales for 1955 might 
run one or two per cent ahead of 1954. 
Unofficial estimates by some of these 
conservative prognosticators indicate that 
1956 may see a slight increase over 
1955. It may well be, however, that the 
1955 pattern will be repeated, in which 
case the industry might top the three- 
million-unit mark for the first time. 
Makers of gas warm air furnaces en- 
joyed an even more spectacular 1955 
than the water heater manufacturers. 
They shipped 850,000 units, nearly 30 
per cent above the 1954 total, another 
all-time high. Gas boiler makers, too, 
profited by the trend to gas heat, increas- 


ing their shipments 13 per cent above 
the 1954 total. 

The coming year will undoubtedly see 
the emergence of gas as the number one 
fuel for the nation’s residential central 
heating systems, surpassing the total of 
oil systems in use for the first time. Gas 
central heating systems in use will exceed 
nine million by the end of the 1956-57 
heating season. That’s about seven times 
the 1,292,000 gas heating plants which 
were operating in American homes in 
1945. 

Of course, this trend to gas heat- 
ing serves to stimulate the demand for 
other domestic gas appliances since home- 
builders and modernizers are increas- 
ingly aware of the operating econo- 
mies achieved through multiple usage of 
the fuel. 

Gas range manufacturers are optimis- 
tic about 1956 prospects. Their 1955 
shipments were 2,277,000 units, more 
than 12 per cent above the 1954 total. 
These figures, incidentally, do not in- 
clude built-in units which ‘now account 








for a substantial percentage of gas cook- 
ing installations in new housing. 

Range manufacturers expect to do still 
better in 1956, in both free-standing 
ranges and built-in units. The recently 
perfected automatic heat control for top 
burners is expected to be a powerful 
sales stimulant. Manufacturers who are 
incorporating this feature in 1956 ranges 
feel that it is the most important range 
development since the introduction of 
the oven heat control. They believe the 
fact that the average housewife does 80 
per cent of her cooking on the top of the 
range will make the new top burner con- 
trol a most wanted item. 

The gas clothes dryer, and the com- 
bination washer and gas dryer are sure 
to reach new highs in 1956 and to im- 
prove their competitive position. While 
the gas dryer nationally accounts for only 
about 25 per cent of total sales, in a 
dozen major markets it either leads in 
sales or runs neck-and-neck with com- 
petition. 

Stepped-up promotion by gas com- 





panies in other markets during the com- 
ing year will enable the gas clothes dryer 
to improve its competitive position, and 
to surpass the peak of 300,000 units 
shipped in 1955. 

Similarly, utility company promotion 
efforts in behalf of domestic gas incin- 
erators are likely to boost incinerator 
sales to an all-time high during the com- 
ing year. 

Makers of other types of domestic gas 
appliances are extremely optimistic. Gas 
conversion burners which slumped dur- 
ing a part of 1955 and came on very 
strong in the latter part of the year will 
be in demand with the introduction of 
natural gas in the Pacific Northwest, fol- 
lowing a pattern which has developed in 
every other area with the arrival of the 
natural fuel. 

The extension of the natural gas pipe- 
line system into the Northwest and the 
availability of increased quantities in 
other parts of the country will also boost 
demand for wall heaters, floor furnaces 
and various types of direct heating equip- 


ment. Manufacturers of these appliances 
also expect a quickening of interest in 
their new decorator-designed models and 
in the principle of zoned heating which 
permits individualized heating of areas 
in the home as they are used. 

Continued growth in the use of gas 
equipment in industry is assured for this 
year and years to come. American indus- 
try has been swinging to gas almost as 
fast as the fuel can be transmitted. Gas 
is now being used as either a fuel, tool 
or actual ingredient in virtually every 
item necessary in the nation’s daily liv- 
ing. 

A similar situation exists in the hotel, 
restaurant and commercial field. Gas is 
used in the preparation of more than 95 
per cent of the 65,000,000 meals served 
daily in public eating places. This over- 
whelming preference for gas and gas 
equipment assures continued demand for 
gas equipment for new construction and 
for replacement of obsolete equipment 
in existing hotels, restaurants and insti- 
tutions. 





To hold A.G.A. Home Service Workshop in Tulsa this month 


| ea 1956 HOME SERVICE Workshop 

sponsored by the A. G. A. Home Serv- 
ice Committee will be held in Tulsa, Okla., 
January 16-18. General sessions, lunch- 
eons and conference dinners will be staged 
at the Mayo Hotel. Mrs. Eleanor V. Wiese, 
Public Service Electric and Gas Co., New- 
ark, N. J., chairman of the A. G. A. Home 
Service Committee, will preside at the 
opening meeting on Monday, January 16. 
Her talk: “Steps to Success” will outline 
the purpose of the workshop. 

A symposium, “Steps in the Right Di- 
rection,” will feature a discussion on tele- 
vision commercials, by Lucy Slagle, At- 
lanta (Ga.) Gas Light Co., and a talk on 
home service by Annette Edwards, Chey- 
enne Light, Fuel and Power Company. 
Mrs. Helen Tangem, Hamilton Manufac- 
turing Co., will speak on drying tech- 
niques, and Dorothy L. Hagg, Colgate- 
Palmolive Co., Jersey City, will discuss 
detergents. 

Mildred Clark, Oklahoma Natural Gas 
Co., will preside at the first conference 
luncheon. Joseph Bowes, Oklahoma Natu- 
ral, chairman of the board, will welcome 
the home service representatives to Tulsa. 
Burton Cross, Columbia University, con- 
sultant to the A. G. A. Educational Pro- 
gram, and H. Vinton Potter, vice-presi- 
dent, Oklahoma Natural, will speak on 
“Getting to Know Gas.” 

The afternoon program will be con- 


ducted under chairmanship of Elizabeth 
Lynahan, The Peoples Gas Light & Coke 
Co., Chicago. The newest look in top 
burner cookery will be demonstrated by 
Janet M. Lapin and Frank H. Trembly, 
Philadelphia Gas Works. They will be 
aided in demonstrating thermostatically 
controlled top burner ranges by Laverna 
Best, Houston Natural Gas Corp., Juanita 
Luthi, The Gas Service Co., Kansas City; 
Mrs. Donnell Ligon, Oklahoma Natural, 
Ardmore, Okla.; and Harriet Pruitt, Lone 
Star Gas Co., Dallas. 

Monday afternoon Eleanor Morrison, 
Michigan Consolidated Gas Co., assisted 
by Dorothy Dokken, Ruth Stewart and 
Carol Hynes, all of Michigan Consolidated, 
will present “Helping Hands,” a skit on 
home service steps. Jessie McQueen, Amer- 
ican Gas Association, will make group 
introductions. The remainder of the after- 
noon will be devoted to group discussions 
and announcements. 

Vivian Marshall, New Orleans Public 
Service Co., will preside at the morning 
meeting on Tuesday, January 17. A sales 
slanted demonstration will be given by 
Mrs. Ellen Bridges, Pittsburg, Kansas. An- 
other symposium will highlight dealer 
views on home service, blue flame promo- 
tions, using home service tools at hand, 
and home service exhibits. Participating 
in the symposium are Marjorie A. Bettes- 
worth, Consumers Power Co., Jackson, 


Mich.; Mrs. Mary Louise Bohn, Laclede 
Gas Co., St. Louis; Julia Hunter, Lone 
Star Gas, Dallas; Evelyn M. Winkes, The 
East Ohio Gas Co., Cleveland; and Mike 
Crowley, Oklahoma Natural Gas Co., 
Tulsa. 

Kitchen center ideas will be displayed 
on the sales floor and in the Cullmer 
Room, Oklahoma Natural Gas Co., Tues- 
day afternoon. Mrs. Wiese will preside 
again at the afternoon meeting Tuesday 
which will feature a talk: “What’s New 
in Kitchens,” by Edith Ramsay, home 
equipment editor, American Home maga- 
zine, New York. 

Gladys B. Price, Southern California 
Gas Co., Los Angeles, will serve as chair- 
man for the meeting when Virginia 
Lowery, Alabama Gas Co., Tuscaloosa, 
Ala., and Lolita Harper, Cincinnati Gas & 
Electric Co., will take part in the sympo- 
sium. Subjects to be discussed are: ““Mod- 
ern Gas Equipment and the College Stu- 
dent,” and “Home Service Cooperation in 
Floor Promotions.” 

A sales course on customer relations 
and customer business will be outlined by 
Harry Canup, Oklahoma Agricultural and 
Mechanical College. Esther Latzke, Ar- 
mour & Co., Chicago, will talk on meat 
and poultry cookery. At the luncheon 
Thursday noon, C. S. Stackpole, managing 
director of A. G. A., will summarize the 
highlights of the workshop. 
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LPG sales set 
another record 








By GEO. R. BENZ, 
PAUL W. TUCKER 
and W. F. DeVOE 


Phillips Petroleum Company 
Bartlesville, Oklahoma 


P-Gas sales in 1955 increased by a 

whopping 880,467,000 gallons which 
is the largest increase ever in the 33- 
year history of the industry. This repre- 
sents a 17.2 per cent gain over 1954 
and is remarkable when one considers 
that the industry has been characterized 
by phenomenal growth. This increase 
caused total sales to soar over the six 
billion gallon mark to an estimated 
6,006,000,000 gallons. 

The domestic and motor fuel market 
for LP-Gas in 1955 is estimated at 
3,661,000,000 gallons for an increase of 
15.3 per cent over 1954. This increase of 
487,000,000 gallons exceeds the entire 
industry sales in 1941. House heating, 
which is the biggest single factor in the 
domestic growth, is spreading rapidly 
northward as people become acquainted 
with the cleanliness and convenience of 
LP-Gas. 

Expansion and extensions of natural 
gas lines does cause some temporary dis- 
location of LP-Gas customers though it 
helps by showing more people the ad- 
vantages of gas and the net effect is that 
more people want LP-Gas. Central heat- 
ing is on the up-swing, especially in the 
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newer housing units. 

The use of LP-Gas for motor fuel is 
one of the fastest growing uses. it is 
estimated that 671 million gallons of 
LP-Gas were used in internal combus- 
tion engines in 1955. This is a 22.6 
per cent increase and represents about 
11 per cent of the total industry sales. 
Motor fuel gains were significant in 
nearly all parts of the country. The big- 
gest users are: trucks, tractors, buses, ir- 
rigation and drilling engines. 

The use of LP-Gas for irrigation 
pumps continues to increase in spite of 
the advances of natural gas in this mar- 
ket. A recent survey of 33,537 irriga- 
tion wells in the high plains area of 
Texas showed that 46 per cent used 
LP-Gas, 35 per cent used natural gas 
and the remainder either gasoline, diesel 
fuel or electricity. 


Appliance sales up 


Practically all major LP-Gas appli- 
ances show a healthy sales increase for 
1955. LP-Gas range sales increased an 
estimated 11 per cent for a total of 
455,000. Sales of automatic LP-Gas 
water heaters are estimated at about 
350,000—almost 13 per cent over 1954. 
LP-Gas warm air furnace sales are esti- 
mated at 71,800 or 8.4 per cent of the 
total of this type of gas appliance. Direct 
heating appliances and recessed wall 
units total 286,900—19 per cent of the 
total of this type appliance. LP-Gas floor 






furnaces represented 25 per cent of the 
total, or 40,000 this year. 

The demand for LP-Gas for industrial 
and miscellaneous uses totalled 431,000,- 
000 gallons which is an increase of 7.3 
per cent over 1954. Though natural gas 
took over some of this market, the in- 
creased level of over-all business activity 
and new applications kept this market on 
the increase. LP-Gas for flame cutting is 
making gains. One interesting new mar- 
ket is the use of LP-Gas in uranium re- 
finery operations. Stand-by plants are be- 
ing added to take advantage of inter- 
ruptible rates and as a protection against 
winter-shutdown. The severity of the 
winter, however, is the determining fac- 
tor in this latter market. 

The utility use of LP-Gas is estimated 
at 171,000,000 gallons or a decrease of 
10.9 per cent as compared to 1954. The 
swing to natural gas is the story here 
though LP-Gas is proving popular in 
new housing developments. There is an 
important industry development though 
in the increased cooperation between gas 
utility companies and the LP-Gas indus- 
try. More joint gas promotion was seen 
in 1955 than any other year in history. 
This will doubtless continue with in- 
creased benefits to all. 

Sales of LP-Gas as a raw material for 
the manufacture of chemicals and chemi- 
cal intermediates showed 20.2 per cent 
increase over 1954 with an estimated 
volume of 1,262,000,000 gallons. This 








increase can be attributed to the rapid 
growth of the petrochemical industry 
and to the high rate of industrial activity 
throughout the year. The increased de- 
mand for ethylene resulted in large vol- 
umes of LP-Gas being used to supple- 
ment ethane as a base material. This 
trend should continue into 1956 as large 
ethylene and polyethylene plants now un- 
der construction are placed in operation. 

New processes for the manufacture 
of glycerine and phenol from propylene 
and the production of nitro paraffins and 
its derivatives, primarily from propane, 
were highlights in new uses of LP-Gas 
that developed during the year. Further- 
more, propane and butane will probably 
remain for some time the most efficient 














The capacity operation of the in- 
dustry stems from an unprecedented 
demand for synthetic rubber and specifi- 
cally from the largest automobile produc- 
tion ever. It is anticipated that industry 
will produce nearly 8,000,000 automo- 
biles in 1955. About 6,666,000 were pro- 
duced in 1950, the largest previous year. 

The production capacity of the LP- 
Gas industry continues to increase. 
Twenty-two new plants came on stream 
in 1955 with a total production capacity 
of nearly 850,000 gallons per day. It 
is estimated 12 new plants will be added 
in 1956 with a production capacity ap- 
proaching a half million gallons per 
day. The industry has the potential pro- 
duction capacity to meet large additional 
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Conventional bulk plont storage installations such as shown above are being increas- 
ingly augmented by LP-Gas underground storage; estimated peak is 400 million gallons 


and economic raw materials for oxy- 
genated chemicals. 

If one were to combine the chemical 
sales with that which goes into the man- 
ufacture of synthetic rubber components 
(which is really a chemical use), the 
volume would total 1,743,000,000 or 
nearly 30 per cent of the entire market. 

The use of LP-Gas in the manufacture 
of synthetic rubber components jumped 
56.3 per cent to a total of 481,000,0v0 
gallons. This is the largest single cate- 
gory percentage increase of any of the 
major markets. It is significant that since 
the switch to operation by private indus- 
try late in April, synthetic rubber pro- 
duction has been at a rate 17 per cent 
above that of the first four months. 
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demands for LP-Gas. An increase in 
market price would justify the recovery 
of larger quantities from existing plants. 

Large increases were seen in 1955 in 
LP-Gas storage facilities in both the con- 
ventional aboveground steel storage tanks 
and in underground storage facilities. It 
is estimated that the LP-Gas under- 
ground storage capacity presently avail- 
able totals 602,700,000 gallons. There 
is an additional 292,000,000 gallons of 
underground storage either under con- 
struction or proposed. If all of this stor- 
age is completed as planned there would 
be an ultimate total capacity of 894,- 
700,000 gallons of underground LP-Gas 
storage. 

Although most of the underground 





storage is in salt beds or domes, one cav- 
ern in chalk was being completed in 1955 
(while one in solid granite was being 
planned). According to the most recent 
figures about 400,000,000 gallons of 
LP-Gas were in underground storage 
prior to the heavy withdrawal months in 
the last quarter. 

There was more interest shown in re- 
frigerated storage of LP-Gas in 1955 but 
none definitely announced. Such storage 
would be in insulated vertical tanks at 
low temperatures and pressures. 

Significant additions to the LP-Gas 
transportation facilities were seen in 
1955. One new ship (LP-Gas tanker) is 
being readied for Caribbean service. 
One new ocean-going LP-Gas barge was 
added to the water fleet. Seven products 
pipelines were announced or under con- 
struction which will be equipped for 
products and LP-Gas transportation. It 
is estimated that there are about 20,000 
tank cars in LP-Gas service. Because 
many tank cars are in dual LP-Gas and 
anhydrous ammonia service, the number 
in LP-Gas service during peak demand 
periods may even exceed this number. 
Transport truck movements continue to 
increase. It is estimated that nearly 50 
per cent of the LP-Gas movement is by 
transport truck. 

LP-Gas export sales are up about 10 
per cent. LP-Gas distribution is making 
rapid strides in Canada, Venezuela, Eng- 
land, France, Italy, Mexico and in the 
Scandinavian countries. There is at least 


one LP-Gas tanker operating out of 


Italy, and three tankers operating in the 
Scandinavian countries, and at least four 
more LP-Gas tankers in service in other 
ports. There are two butane barges in 
Holland. 

The increase in LP-Gas sales for 1955 
was the largest in the industry's history. 
In fact, the sales for 1955 alone far ex- 
ceeded the total sales for the first 24 
years of the industry. Or putting it an- 
other way, the amount of LP-Gas sold 
in 1955 far exceeds the total amount of 
LP-Gas sold in all of the years prior to 
1946. 

Complete weather conditioning is just 
around the corner. This is a “natural” 
for the gas industry and offers tremen- 
dous opportunities for the future growth 
and for smoothing out the winter-sum- 
mer ratio. Weather conditioning (winter 
heating-summer cooling), motor fuel, 
and house heating applications are the 
markets offering the greatest sales poten- 
tial for the LP-Gas dealer. 


AMERICAN GAS ASSOCIATION MONTHLY 








incluc 
the cc 
will b 
Big P. 

Ov 
for u 
with t 
Launc 

. 
ages \ 
to par 
in ho 
home 


packa; 


ISSUE 








V- 


ng 
nt 


ge 


in 


ut 


2- 


LY 





Laundry contest moves swiftly 





he American Gas Association and 

Colgate-Palmolive Company are join- 
ing forces in launching the largest 
laundry contest in history, to promote 
New Freedom Gas Laundries and Col- 
gate’s new laundry detergent, AD. 
Heavy initial response to tie-in offers 
indicates that this may be one of the 
largest, hardest-hitting promotions 
ever to be undertaken by the gas in- 
dustry. 

One hundred complete New Free- 
dom Gas Laundries valued at $100,000 
will be given as prizes in the national 
finish-the-jingle contest. Each laundry 
contains a Bendix gas duomatic 
washer-dryer, a Ruud-Alcoa duo-temp 
water heater, and Youngstown Kitch- 
ens’ color-coordinated sinks and cabi- 
nets. Participating gas appliance and 
cabinet manufacturers, selected by Col- 
gate, are underwriting the cost of these 
prizes. 

Colgate-Palmolive will publicize 
this all-gas laundry contest with over 
$200,000 worth of television time on 
“The Big Pay-Off,” weekdays at 3 
P.M., CBS-TV; and ‘Feather Your 
Nest,” weekdays at 12:30 P.M., 
NBC-TV. 

The audience participation program 
“Feather Your Nest’’ will feature a com- 
plete New Freedom Gas Laundry set 
for each Monday’s show for over a 13- 
week period, will offer complete laun- 
dries as prizes to contestants, and will 
include five spot announcements about 
the contest. Four spot announcements 
will be heard on the highly rated “The 
Big Pay-Off.” 

Over half a million packages of AD 
for utility use have been imprinted 
with the slogan “A New Freedom Gas 
Laundry . . . only Gas does so much 

. costs so little.” Imprinted pack- 
ages will be furnished free of charge 
to participating gas companies for use 
in home service demonstrations and 
home calls. In addition, two million 


packages of AD bearing full brand 
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Heavy initial response by gas companies 
to local tie-in offers heralds largest contest 
for laundry promotion ever held 


11 





Over a half million complimentary packages of AD with 
entry blanks will be distributed through gas companies 


identification of the first 100 New 
Freedom Gas Laundry prizes will be 
distributed through retail food stores. 

All packages of the laundry deter- 
gent contain contest entry blanks; ad- 
ditional entry blanks are available to 
gas companies. The nationally known 
organization Reuben H. Donnelley 
Corp., Chicago, has been retained to 
judge the contest. 

Colgate district managers, all pro- 
motion specialists, have personally vis- 
ited almost all gas companies to discuss 
how gas companies can tie in locally 
with the contest. Six hundred Colgate 
field representatives have distributed 
30,000 AD-New Freedom Gas Laundry 
displays to key supermarkets. 

The Gas Industry Jingle Contest 
offers innumerable local tie-in oppor- 
tunities to gas utilities. Gas companies, 
working with local Colgate represent- 
atives, may set up local contest with 
prizes in addition to those offered na- 


Rate change! 


@ Gas was first piped into street 
lights in St. Joseph, Mo., exactly 
100 years ago reports The Gas 
Service Co., Kansas City. 

Rates have changed quite a bit 
since then—in 1856, 1000 cu. ft. of 
gas cost $5, or over a week's income 
per capita; today in the same area, 
1000 cu. ft. costs considerably less 
than an hour’s salary. 
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Janis Carter, hostess of ‘Feather Your Nest,’ admires one of many New Freedom Laundries 


to be given away on TV in addition to 100 


tionally. These local contests, sup- 
ported by the utilities and interested 
distributors in the area, can double 
the local impact of the contest. 

The Promotion Bureau has prepared a 
kit containing a red, white, and blue 
22-inch by 28-inch wall or window 
banner, plus four large red, white, and 
blue pennants listing prizes and point- 
ing out the gas company and retail 
food store as a contest center. The kit 
is available from A. G. A. for 50 cents. 

In addition, A. G. A.’s Public Rela- 
tions Bureau has prepared a kit of 
press material which will be sent free 
of charge to utilities upon request. 
This kit contains feature-type articles, 
charts, and glossy eight by ten photo- 
graphs for newspaper editorial use. 
This material is suggested for use with 
local advertisements in appliance sec- 
tions or supplements in local newspa- 

ers. 

The following material will be ob- 
tainable from Colgate-Palmolive, and 
will list the brand names of the manu- 
facturers chosen to furnish the prizes: 
red, white, and blue store banners; 
full color “shelf talkers’ for store 
shelves; national contest entry blanks; 
free packages of AD with special gas 
imprint. 

Colgate is also offering the follow- 
ing, with no brand identification: free 
packages of AD with special gas im- 
print and newspaper ad mats for gas 
utilities. 

The Promotion Bureau has also pre- 
pared a water heater kit (at $6.75), a 
clothes dryer kit (at $6.75), ad mats, pre- 


which will be awarded in the National contest 


miums, outdoor posters, and booklets, 
for its regular spring gas laundry pro- 
motion. This material, part of the over- 
all laundry campaign, can be used in 
conjunction with contest material. 

Aware that home service depart- 
ments play an important role in pro- 
moting the gas laundry, Colgate-Palm- 
olive Company has prepared several 
pointers for home service demonstra- 
tions, ideal for use in auditoriums and 
clubs. A. G. A. suggests that that part 
of each home service demonstration 
during the contest months be devoted 
to the demonstration of laundry ap- 
pliances, and requests that utilities 
furnish the Association with the num- 
ber of such demonstrations, and the 
number of free packages of AD dis- 
tributed at such demonstrations. 

For complete information on launch- 
ing a strong local program, it is sug- 
gested that contacts be made with the 
following: Promotion Bureau; Colgate 
district manager ; and local Ruud, Ben- 
dix, and Youngstown distributors. 

Colgate first broke the news of this 
contest to district managers at the com- 
pany’s annual sales convention in White 
Sulphur Springs, W. Va., Dec. 15. How- 
ever, a large number of gas companies 
eager to participate contacted their near- 
est manager before he had even heard 
of the contest. By the end of last month, 
over 56 gas companies representing 16 
million meters had made plans to tie in. 

The A. G. A. Promotion Bureau 
stresses that gas companies may offer 
local prizes differing in brand from those 
awarded nationally. 


AMERICAN GAS ASSOCIATION MONTHLY 











@ Fe 
The 
Labor 
point 
on la 
no im 
some 
are ni 
the cu 
the Sr 
eral i 


@ N 
Hudsc 
fit pro 
Cross 
major 
table 
been 
& Ele 
their ¢ 
provec 
costs « 
such | 
nesses, 
each e 
his far 
tection 
the em 
tion. ] 
ployee: 
If y 
nicate 
son G 
keepsic 


®@ Bid 
Help | 
Times: 
tional.’ 

That 
plicant 
Inc., N 
engines 
nition 
want t 
about t 


@® Nev 
Pennsy 
became 
fair en 
forceab 
lar law 
employ 
ment a 
Practice 
employ 


ISSUE 





© 


© 
6" e 


9 


‘) Industrial relations round-table 





Prepared by 


A. G. A. Personnel Committee 
Edited by W. T. Simmons 


int to the Personnel Manager 
Philadelphia Electric Company 


@ Federal rules on labor-management— 
The Supreme Court—and not the National 
Labor Relations Board—will be the focal 
point for thp next important federal rules 
on labor-mahagement behavior. NLRB has 
no important policy decisions pending, but 
some of those already decided by the Board 
are now on trial at the high court. Before 
the current session winds up next October, 
the Supreme Court is expected to settle sev- 
eral important questions. 


@ New health benefit program at Central 
Hudson Gas & Electric—A new health bene- 
fit program which combines increased Blue 
Cross and Blue Shield basic benefits with 
major medical benefits insured by The Equi- 
table Life Assurance Society has recently 
been introduced at Central Hudson Gas 


& Electric Corporation for employees and 
their dependents. It is believed that the im- 
proved basic benefits will pay most of the 


costs of ordinary illnesses. To supplement 
such benefits in cases of more costly ill- 
nesses, the major medical insurance gives 
each employee and each insured member of 
his family up to $5,000 of additional pro- 
tection for each illness. The company and 
the employees share the cost of this protec- 
tion. More than 96 per cent of the em- 
ployees have joined the plan. 

If you wish more details, please commu- 
nicate with Roland S. Child, Central Hud- 
son Gas & Electric Corporation, Pough- 
keepsie, New York. 


@ Bidding for engineers—An ad in the 
Help Wanted section of The New York 
Times: “They listen to your ideas at Na- 
tional.” 

That is a unique way to appeal to job ap- 
plicants. In this case, National Company, 
Inc., Malden, Mass., was trying to attract 
engineers. But it shows the growing recog- 
nition by some employers that employees 
want to find a receptive ear for suggestions 
about their work. 


@ New fair employment practice law in 
Pennsylvania includes age—Pennsylvania 
became the third state this year to adopt a 
fair employment practices law of the en- 
forceable type. Like other states with simi- 
lar laws, Pennsylvania makes it an unlawful 
employment practice for employers, employ- 
ment agencies and labor organizations to 
Practice discrimination in an individual's 
employment because of his race, color, re- 
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ligious creed, ancestry or national origin. 
In addition, similar to the Massachusetts 
law, the Pennsylvania law makes it unlaw- 
ful to discriminate because of age. 

The Pennsylvania law makes it expressly 
clear that an employer need not fear a 
charge of discrimination if its selection of 
employees is clearly based on ability and 
competence. The law states that an employer 
will be deemed guilty of discrimination 
only if the individual discriminated against 
“is the best able and most competent to 
perform the services required.” 

The law became effective on November 
26, 1955, except for the age provision which 
takes effect on July 1, 1956. 


@ Communications grows up—Time was 
when anyone mentioned communications, 
plant operating executives looked around 
for the telephone or the telegraph key. But 
developments in the last few years have 
changed this mechanical conception to a 
better understanding of the “interchange of 
thoughts and opinions.”” That quote is from 
Webster. Here are just a few examples of 
the way the word—and the idea—have 
caught on: 

. . . General Electric Company has a 
communications department with seven 
staff consultants who counsel the various 
GE plants on their plant and community 
relations problems, while General Foods 
Corp., White Plains, and Chrysler Corp., 
Detroit (to cite just two more examples), 
have recently added communications de- 
partments to their organization. 

. . . American Management Association 
has a course in executive communications 
(given nine times a year). It has tripled its 
registration since its beginning last Feb- 
ruary. 

. . . Two leading universities—Lehigh at 
Bethlehem, Pa., and the University of South- 
ern California, Los Angeles—are giving de- 
gree courses on the subject. Lehigh has a 
two-semester course leading to a degree 
major in Communications in Industry. USC 
has a Division of Communications with 
courses leading to A.B., A.M., and Ph.D. de- 
grees. 

So it looks as if the drive for better com- 
munications in industry is no fad. It’s a 
real need and one that will require more 
attention and effort. 


@ Arbitration decision—Record persuades 
arbiter to uphold layoff for illness absence 
—Any employee of Hewitt-Robins, Inc., 
with a glaring record of unauthorized ab- 
sences could be given a two-week discipli- 
nary layoff for an absence caused by illness, 
according to Arbiter Milton Friedmann. 
Friedmann denies a grievance by Local 
579 of CIO’s Gas, Coke and Chemical 
Workers because of the employee’s long 
history of absences. He sustains manage- 


ment’s argument that it has the right to 
rely on regular attendance by employees. 
And he thinks a penalty here is justified 
by the bad record, even though absence due 
to illness might be excused for employees 
with good attendance records. 

From the time the grievant was hired in 
July, 1953 until the two-week layoff in 
April, 1954, which is the subject of this 
grievance, he spent over a quarter of his 
schedule work days away from the plant. 
While management agreed to waive his 
record before December 1, 1953, between 
then and April he was absent a total of 
23 days. In January he was laid off for a 
week because of absenteeism. In March he 
was away from work for five days, three 
at the request of the company doctor be- 
cause he had a sprained hand. In April he 
was absent for two days during one week 
because of illness in his family and for 
two days the following week to have some 
teeth extracted. He was given the two-week 
disciplinary layoff at this time. 

The union contended that employees never 
before had been disciplined for absence due 
to illness. And the union claimed previous 
absences were wiped out by the discipline in 
January. 

But the employer took the position that 
excessive absenteeism for any reason could 
subject an employee to discipline. The griev- 
ant works in a department with a conveyor 
system, which makes it mandatory that any 
absentee be replaced or the production line 
be shut down. While management didn’t 
claim the right to penalize an employee for 
being absent because of illness, it argued that 
reasonable excuses for each absence over a 
period of time would not prevent discipline 
for “excessive absenteeism.” In addition, the 
company argued that it need not ignore ab- 
sences simply because the employee has an 
excuse, since not all excuses can be checked. 

In sustaining management’s claims, Fried- 
mann declines to accept the union argument 
that previous absences were wiped out by the 
layoff in January. He insists that the em- 
ployee’s record must be considered at least 
from the date set by management's waive, 
December 1, 1953. He points out that the 
company has not acted hastily, giving warn- 
ings and discipline. The arbiter says: 

“No one would suggest that employees’ ab- 
sences for occasional illness subject them to 
discipline. On the other hand, it could hardly 
be maintained that an employer must suffer 
in silence and without recourse when an em- 
ployee continually and consistently is absent 
for a variety of claimed illnesses of his own 
and his family with an absenteeism record as 
glaring as in this case. It must be held that 
the employer has the right to impose penal- 
ties, regardless of the reason for the final ab- 
sence after which the penalty is imposed. An 
employee who wishes to maintain a job must 

(Continued on page 48) 











Harriet Hecht (seated), on scholarship from Univ. of 
Minn., confers with Mildred Endner (center), Minneap- 
olis Gas home service director, and Mrs. Signa Earle, 
“Seventeen” homemaking education director, on project 
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Marvels of modern gas kitchen are demonstrated to attentive class of teen-agers by Margaret 
M. Walker, Minneapolis Gas kitchen planning consultant. City-wide project runs for year 













¥ Minneapolis, teen-age high school ie 

girls are learning from first-hand ob- -“- 

servation that gas appliances offer the syste 

utmost in modernity when it comes to TI 

Modernity—key word in gas promotion— meer rity, dnp regemmreente Oa: 

curriculum, these girls see and operate quair 

, ’ : : " : the latest gas equipment in model ers W 

is stressed in project that brings high school girls Se te ae AN 
’ : ‘ neapolis Gas Company. 

to gas company’s kitchens and showrooms “ der “ti i cic nee 

program is conducted on a city-wide dent: 

basis by the Minneapolis Board of Edu- into j 

cation and Seventeen Magazine. The onst! 

project, which is slated to run through- ing 1 

out the year, is designed to turn the Ac 

local gas company and other business light 

resources of Minneapolis into class- Minr 

rooms, where the city’s public school maki 


students can study first hand the many thy D 
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homemaking aids and services on the Minr 
market today. show 


The year-long consumer education §  Servj 
project, which was initiated during and | 
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American Education Week, November gas ¢ 
| t 0 C a SS f00 6-12, is being coordinated by the Min- teen- 
neapolis Board of Education, via an ex- of th 
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Miss Walker employs mirror to show high school 
girls details of gas built-in top burner unit 





This Mi polis Gas is not selling a gas range—he’s selling the idea of gas and 
dae its modernity. Girls on floor will in a few short years be setting up their own homes 
al tensive schedule of field trips by public A lecture by Miss Margaret M. cilities or staff. Some of the more im- 
b- school classes and a specially-arranged Walker, gas company kitchen-plan- portant dividends of this program are: 
ne system of school bus transportation. ning consultant, presented the latest 1. Teachers and students are im- 
to The Minneapolis Gas Company, ideas in functional arrangement and pressed by the advantages of using up- 
ol quick to recognize the value of ac-  ¢jimination of waste motions. On dis- t0-date gas equipment. They learn to 
te quainting these future young homemak- play for student examination were ¢quate gas appliances with the latest, 
_ ers with the modernity of gas appliances, py ift-in top burners and ovens, gas re- newest and most modern in homemak- 

‘ undertook to participate actively in the frigerators, gas garbage disposers and ‘98 aids. Their visit makes them aware 
program. As a result, it is opening its gas clothes dryers. Brand names of of new gas range features, such as top- 
on doors to welcome thousands of stu- *. d lab ae _ burner timers and temperature con- 
de § dents and their homemaking teachers paar hers tio Nica tei he trols, and new gas refrigerator’s auto- 
u- fl intoits model kitchens for special dem. ©*ded Py students. tic icemaker. They see the gas d 
pecial dem matic icemaker. They see the gas dryer 
he onstrations, lectures and projects dur- . , and gas incinerator in actual operation. 
h- ing regular school hours. Given recipe booklet Active propagandists at home and at 
he Accompanying pictures show high- The students also received copies of school, these groups constitute a mar- 
eSS lights of a typical student trip to the the gas company’s special recipe book- ket that not only buys but sells . . . 
SS- Minneapolis Gas Company. The home- let. The school-sponsored visit made teachers tell their classes, students tell 
ol making class and teacher, Miss Doro- students and teacher aware that the their family and friends. 
ny § thy Daniels, from Central High School, neighborhood gas company is an im- 2. The neighborhood gas company 
he § Minneapolis, visited the gas company portant homemaking authority. is becoming established in the minds 
showrooms and model kitchens. Home Instructive trips like this are con- of Minneapolis teachers, students and 
on § Service Director Miss Mildred Endner tinuing on a regular basis throughout general population as a “good neigh- 
ng § and Miss Harriet Hecht, winner of a the year. The Minneapolis Gas Com- bor” and “service center.” Teachers 
ef @ gas company scholarship, showed the _ pany feels it is already reaping benefits and gas company employees become 
in- § teen-agers and their instructor features from this young consumer education ‘first name” friends. Teen-agers look 
ex: 





of the modern gas kitchen. 
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program, without expanding their fa- 
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Plan and method displace hunch and habit 


in Washington Gas Light’s modern inventory control program 


Practical purchasing procedures 





By R. H. BUSSARD 


Manager of Purchasing and Stores 
Washington Gas Light Company 
Washington, D. C. 


— time ago I was reviewing the ac- 
tivities of a certain sales conference. 
In this meeting the vice-president of 
the organization was describing the 
techniques of good salesmanship. He 
stressed the fact that successful selling is 
not just a happenstance. He pointed out 
it is the result of being at the right place, 
at the right time, with the right product 
at the right price. Hunch and habit must 
be replaced by plan and method. 
Consider how this doctrine applies to 
the procurement man who sits opposite 
the salesman. If this procurement man 
has the responsibility of inventory con- 
trol—and he should—then he must have 
available for company usage the right 
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material, at the right time, at the right 
price, and in the right quantities. Most 
certainly this also requires plan and 
method in lieu of hunch and habit. 

In our present day economy we no 
longer can accept a hunch and habit 
method in our operations. No longer is 
it acceptable practice to depend on one 
individual to say it is time to reorder ma- 
terial because he believes the stock to 
be low. No longer is it satisfactory to 
reorder ““X"’ amount, which in the judg- 
ment of some one person may be sufh- 
cient for a two, three or four month sup- 
ply. How can it be said that procure- 
ment procedure is being operated in the 
most economical manner by purchasing a 
60, 90 or 120 day supply? The guess 
work can be taken out of when and how 
much to buy, and a sound method of 
inventory control will result. 

There have been developed practical 
methods of accomplishing this. In this 
article I would like to outline the system 
we use at Washington Gas Light Co., 
which is based on a theory described in 
articles published by B. D. Henderson, 
entitled “Purchasing Profits Through In- 
ventory Control” (Purchasing, Novem- 
ber 1945) and ‘Proved Policies of 
Inventory Control” (Purchasing, April 
1951). 

Briefly, we determine when to (1) 
purchase to prevent shortages and yet 
not to have more than necessary; and 
(2) reorder quantities which result in 
economical purchasing and stores op- 
eration. 

To determine when to buy, we estab- 


lish for each material and supply stock 
item a reorder point. The reorder point 
is a stock quantity figure. This figure is 
the quantity of stock which will be sufh- 
cient to meet our demand for the item 
until we are able to obtain stock replen- 
ishment, without creating stock surplus. 
The perfect reorder point would result 
in receiving the reordered material at 
the time the last unit was being issued. 

To compute a reorder point we take 
into consideration five factors: 1) time 
required to obtain stock data; 2) time 
required for obtaining quotations and 
placing orders; 3) delivery time; 4) 
safety time factor; 5) anticipated usage. 

In our operation a monthly stock re- 
port showing status of active items is 
forwarded to Purchasing and Stores De- 
partment by Stores Accounting. We call 
this our Stock Status Report. It is pro- 
duced on .our IBM equipment. This 
record is a by-product of the Stores Ac- 
counting primary activities and is pre- 
pared on or about the tenth working 
day of the month. This report contains, 
along with other information, a record 
of stock on hand as of the first of the 
month. Thus, for the first factor we use 
one-half month. Obviously, if inventory 
records are up-to-date daily, this factor 
becomes zero. 

After receipt of the Stock Status Re- 
port we endeavor to originate, prior to 
the end of the current month, purchase 
orders for material to be reordered. 
Therefore, factor two is one-half month, 
Thus, factor one plus two is one month 
for all items. 


AMERICAN GAS ASSOCIATION MONTHLY 











Stock Status Report—Month 1954 


WASHINGTON GAS LIGHT COMPANY 
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QUANTITY QUANTITY OVER QUANTITY PURCHASE 
— a ON HAND ORDER OR UNDER (CR) ORDER ON ORDER 
DESCRIPTION OF MATERIAL UNIT cL. ISSUES END OF MONTH POINT ORDER POINT QUANTITY ORDER NUMBER 
STRAP REINFORCE x2 IN. EA 355-8760 STREET 
355-8760 125 5087, 
355-8760 66 5086 
— 125° 90° 35° 191° 
IT FLASHLIGHT EA 355-9100 5760/M 
aa 355-9100 5,760 82769 
CHECK FOR REORDER 7,206° 13,609° 20,000° 6,391°— 5,760° 
WIRE BLK ANNEALED #18 = RL 355-9525 60 
CHECK FOR REORDER 5° 32° 35° 3°- : 
7,211" 
BAG KRAFT PAPER 10 LB. EA — 360-0330 5,000 : 
CHECK FOR REORDER 500° 3,540° 4,000° 460° — 
BAG KRAFT PAPER 16 LB. = EA 360-0335 10,000 
800° 14775° 8,000° 6775" ° 
RICK COMMON RED EA 360-0650 10,000 
' 360-0650 10,000 85035 
CHECK FOR REORDER 3,797° 13,645° 20,000° 6,355*— 10,000° 
BURLAP 78 IN. WIDE RL 360-0760 10 2 
CHECK FOR REORDER 4 9° 12° 3°- 
BUSHING INSL. 1%x1 IN. EA 360-0776 DISC 
a 93° ° 93° ° 
BUSHING INSL. 2x14 IN. EA 360-0786 DISC 
12° 132° : 132° : 
5,117" 





Fig. 1 is a cross section of monthly stock status report; only items showing some activity during month are recorded 


Delivery time is determined by the 
purchasing personnel using past experi- 
ence and current contacts with vendors. 
Suppose for an item being reviewed we 
find from our material history records 
the delivery time has been four weeks. 
We will use one month for delivery 
time even though the vendor's repre- 
sentative promises immediate delivery. 
Normally, our records overrule the sales- 
man’s promise of delivery. 

Safety factor is time included to mini- 
mize outages caused by delays in placing 
orders, delays in deliveries, unusual is- 
sues, etc. At the present time we are 
using one month across the board. The- 
oretically, an across-the-board safety 
factor is not correct, but we have not 
had the opportunity to give it detailed 
study. The safety factor for an item 
which can be procured out of local stock 
and/or for which there may be a sub- 
stitute, should be smaller than the safety 
factor for an item which cannot be pro- 
cured locally, has no substitute, and is 
essential for continuation of operations. 

The sum of the first four factors above 
fepresents to us a period between the 
first of any one particular month and 
the time when material is received, in 
duding a safety factor, when ordering 
from our Stock Status Report which is 
received on or about the tenth working 
day of the month. 

Now that we have determined a time 
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factor for reordering we must translate 
this into quantity, for stock records are 
expressed in quantities. To do this, us- 
age experience and estimates of future 
activities are needed. 

Usage experience is obtained from ma- 
terial history records maintained in the 
Purchasing and Stores Department. If 
operations for next 12 months are esti- 
mated to be approximately the same as 
the last 12 months, to convert the time 
factor into quantity we review the issues 
for the last 12 months and use the maxi- 
mum issue corresponding to the com- 
puted time factor. However, if estimates 
furnished by the operating departments 
show a change in the next 12 months 
vs last 12 months, then the reorder 
point quantity just computed is adjusted 
accordingly. 

Basically we endeavor to order in 
quantities which result in an equaliza- 
tion of carrying costs vs cost of re- 
ordering. We follow Mr. Henderson's 
thinking on this matter. In_his articles 
on the subject of inventory control he 
has developed a chart which provides 
reorder quantities when the annual us- 
age in dollars and the stock carrying 
rates are known. 

Of course, it becomes necessary to 
estimate the annual dollar usage, which 
we feel can be-done within reasonable 
limits. We use an 11 per cent carrying 
cost. However, you must keep in mind 


certain limitations if you use this pro- 
cedure. You should not blindly order the 
quantity as computed without first con- 
sidering shelf life, storage Space, quan- 
tity discounts, etc. All this is explained 
in Mr. Henderson’s articles. 

Here, briefly, is the mechanics of our 
procedure. The Purchasing and Stores 
Department determines for each item 
the reorder point and reorder quantity 
and forwards this information to Stores 
Accounting. In cases where the item is 
to be reviewed rather than automatically 
reordered, instead of supplying a reorder 
quantity we request a department refer- 
ence be substituted. Stores Accounting 
punches the reorder point and reorder 
quantity information on a master control 
card for each item, which is not changed 
unless requested by Purchasing and 
Stores Department. 

With this information and other punch 
card records the monthly Stock Status 
Report is prepared. A cross section of 
this report is shown as Fig. 1. 

This report does not include all 4, 000 
stock items which are controlled by our 
system. It records only those. which have 
shown some activity during the month. 
For a typical month it will contain ap- 
proximately 1,600 items. 

The first two columns of Fig. 1,are 
self-explanatory. The third column is 
our stock.code, which is used for Stores 
Accounting ‘purposes. All record and 
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Fig. 2 (topmost): Broken line refers to left column, unbroken to right 
Fig. 3: Broken line is running average of average monthly inventory 


control work is done by code number. 

The fourth column shows the issues 
for the month. The fifth column shows 
the quantity on hand at the end of the 
month. 

The sixth column is the reorder point 
determined by the Purchasing and Stores 
Department. 

The seventh column is the difference 
between the quantity on hand and the 
reorder point. If the quantity on hand 
is less than the reorder point the quan- 
tity in this column shows a minus and 
the equipment automatically prints, un- 
der the description, the words ‘check for 
reorder.” 

The eighth column includes the re- 
order quantity as predetermined by the 
Purchasing and Stores Department. The 
last column shows the quantity on order 
and the purchase order number. 

Let's look at Fig. 1 in detail. 

The first item, “reinforcing strap,” 
requires no attention, for the 125 units 





on hand is greater than the reorder point 
of 90. You should observe that no re- 
order quantity is recorded for this item, 
but that the word “‘street’’ appears. This 
means that when the quantity on hand 
falls below the reorder point the Street 
Department should. be consulted for re- 
ordering requirements. 

To do this we utilize an inquiry form, 
which includes information relating to 
annual usage, usage by months for the 
last 12 months, and the quantity on 
hand. 

This information is recorded for 
guidance of the department to which 
it is being forwarded. We have found 
this form very helpful. 

The second item on the report relates 
to flashlight units. Here you will notice 
it is flagged “check for reorder.” This 
item is to be considered for reorder pur- 
poses because the stock of 13,609 on 
hand is 6,391 lower than the reorder 
point of 20,000. You should note that 
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there is a purchase order number 82769 
for only 5,760 units of this material. 
Therefore, the action indicated by this 
record would be a review of the existing 
order and consideration of an additional 
purchase. 

The next item, “No. 18 black an- 
nealed wire,” also shows a “check for 
reorder” because the quantity of 32 on 
hand is below the reorder point of 35. 
Since the records show nothing on order 
it appears it is simply a matter of placing 
an order for 60 rolls. ; 

The status of the “10 lb. kraft paper§ 
bag” item is similar to the No. 18 wire. 
“Sixteen Ib. kraft paper bags” show a 
quantity on hand greater than the re- 
order point and requires no action. 

The next stock entry of “common redj 
brick” indicates a review should be mad 
of the existing order for 10,000 because 
the quantity on hand is below the re 
order point. 

The “check for reorder” flag for the 
“78” wide burlap” indicates an orde 
for 10 rolls should be originated. 

The last two items “insulating bush- 
ings,” have no reorder point and unde 
the column of reorder quantity show th 
word “Disc,” which in our coding means 
a discontinued item. Due to a change in 
an operating procedure these items be- 
came obsolete. Therefore, when we ex- 
haust our supply of these particular 
items they will not be reordered. 

This briefly covers the mechanics for 
controlling material and supply stock in 
our company. 

The system was adopted in 1949. We 
believe it has provided us with a logical, 
economical method of inventory control. 
Even though our company has been ex- 
panding rapidly and we have been ex- 
periencing new peaks in our various 
operations,,we have been successful in 
decreasing the Purchasing and Stores 
Department work load. 

Purchasing demands can be measured 
by stores issues. An indication of pur- 
chasing work load is the number of pur- 
chase orders originated. This data is 
plotted as Fig. 2. 

I must explain that the number of pur- 
chase orders shown on this chart relates 
to all purchase orders prepared, whether 
for stock or non-stock, while issues are 
for material and supply stock only. I am 
sorry we could not readily separate stock 
and non-stock orders. However, since 
there has been no major change in prac 
tice relating to non-stock items it is logi- 


(Continued on page 39) 




















































240 attend electronics seminar 





Mr. McGlone and Mr. Ott flank E, R. Eberle (seated, center), A. G. A. Accounting 
Section chairman, as Sperry Rand Corporation representatives (standing, |. to r.) 
J. P. Hely IV, H. B. Matheny, Stephen Wright and Dr. M. O. Locks are briefed 


Chairmen of joint A. G. A.-EEI Electronics Committee confer during 
seminar. At left is Ralph McGlone, East Ohio Gas Co., A. G. A. 
chairman, with EEI’s Walter Ott, Cincinnati Gas and Electric 


— at the Public Utility Elec- 
tronic Accounting Machine Seminar 
—more than doubled since the first sem- 
inar held two years ago—reflects the in- 
creased interest in electronic accounting. 

In opening the three-day sessions, 
sponsored by A. G. A. and EEI Account- 
ing Sections, E. R. Eberle, A. G. A. Sec- 
tion chairman, noted that 240 delegates 
registered for the Philadelphia meeting, 
as compared with 115 at the first semi- 
nar. 

Theme of the session, held November 
28-30 at the Warwick Hotel, was “The 
Medium Size Computer in the Medium 
Size Utility.” Further indication of the 
current and growing interest in electronic 
accounting machines came from a survey 
of some 70 companies, reported by R. W. 
Britt, Wisconsin Electric Power Com- 
pany. 

All 70 of these companies, according 
to the survey are interested in the sub- 
ject. Fifteen of the reporting companies 
have firm or tentative orders for elec- 
tronic equipment, or have formulated 
committees to study over-all application 
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of electronic data processing machines to 
their operations. 

The principal objectives of those in- 
terested are: 1) reduced costs; 2) better 
and faster records and reports; 3) serv- 
ice to an increased number of customers 
with the least increase in expense. 

Whether or not these objectives can 
be achieved through the use of electronic 
machines was the subject of two panel 
discussions held during evening of No- 
vember 29. For many of those attending, 
these discussions led by men whose com- 
panies are already relatively deep in the 
use of electronic equipment, were the 
high spot of the seminar. 


Harvard conducts research 


Of equal interest was the report on 
the status of Harvard University Re- 
search Project, sponsored by A. G. A. 
and EEI, and an address by Fred Brooks 
of the Harvard University Computation 
Laboratory. 

In the absence of B. S. Rodey, Jr., 
A. G. A. chairman of the A. G. A.-EEI 


Steering Committee, the report was 
made by Walter Ott, EEI chairman. He 
reported that a contract with Harvard 
University was entered into in May 
1955, and research was started in June. 
A meeting was held at Cambridge on 
September 26 and 27 to determine lines 
of inquiry to be pursued in the project. 

This is the first research project ever 
undertaken in the application of elec- 
tronic data processing machines to ac- 
counting work. All stages of the re- 
search project and the lines of inquiry 
pursued will be communicated to mem- 
ber companies as they develop and take 
definite form. 

Mr. Brooks spoke concerning manage- 
ment problems and organization, pro- 
gram maintenance, and evaluation of 
how the system is working with respect 
to use of electronic computing equip- 
ment in accounting work. 

Under management problems and or- 
ganization, he stressed the importance 
of preparing written instructions cover- 
ing every step and every contingency in 
the programming of the job and the op- 
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Burroughs Corp. application engineers D. L. 
Stevens and W. R. 
J. D. Elliot (far right), EEI, between sessions 


Lonergan confer with 


eration of the equipment. With such de- 
tailed instruction, operators with ordi- 
nary skills can run the equipment, free- 
ing those employees on the supervisory 
level. 

Research teams should be employed 
for system analysis and planning for use 
of electronics equipment, Mr. Brooks 
said. The makeup of the team will de- 
pend on the size of the company but 
should include trained programmers, 
systems men who are familiar with com- 
pany policies and procedures, and men 
from the actual operating group for 
which the program is being planned. 

In Mr. Brooks’ view, an expert in the 
field of electronic equipment applica- 
tions should be employed as the core 
around which the system analysis and 
research staff should be built. This man 
would be a professional in every sense 
of the word. As other members of the 
staff may be tapped for positions of 
supervision or management, this man 


On hand to discuss IBM electronic equipment 
were company representatives (I. to r.) G. F. 
Trexler, 1. O. Harvey and P. W. Melitz 


would remain for as long as possible to 
train new members of the staff. He would 
meet with visitors to the electronic in- 
stallation, meet with manufacturers’ 
representatives, and keep abreast of all 
new developments in the field of elec- 
tronic data processing. 

Mr. Brooks said other professionals 
might be required for consultation on 
special work such as taxes, legal matters, 
engineering, and other problems as they 
may develop. 

Once a program has been established 
and its operation completely detailed and 
“debugged”’ its maintenance should be 
the responsibility of the operating group 
and not of the research and analysis staff, 
Mr. Brooks said. He pointed out that 
since it is extremely difficult to make revi- 
sions to an established program and keep 
it error free, minor revisions should not 
be made whenever anyone has a new idea. 

Programs can become like a barnacle 
encrusted ship, Mr. Brooks said. Every 


J. W. Vanier (center), Southern Cal 
Gas Co., queries Meade C. Camp and 
M. Stone, sales engineers, Electrodata § 


three or four years, or at most every 
five years, they should be overhauled and 
the accretion of changes and modifica- 
tions should be worked into the program 
at that time. Major changes such as 
those required by new rate structures or 
changes required by regulatory bodies 
must be made as they occur and cannot 
wait. 

In order to evaluate the progress of 
the program, detailed logs should be 
kept of down time, lag time, and actual 
machine operating time for all equip- 
ment. Present and future operation with 
respect to equipment used, personnel re- 
quired, and time and money saved should 
be thoroughly reviewed and compared 
before proceeding to larger electronic 
equipment. 

Mr. Brooks warned against company 
pride that dictates the acquisition of 
large data processing machines rather 
than equation of the actual application or 

(Continued on page 27) 





Quotes from Third Annual Electronics Seminar 


@ “General purpose machines may be 
of more value to the business man 
than to the scientist. Special purpose 
machines can be built and used for 
accounting work but you are taking 
a chance on an expensive machine 
which can be used for no other pur- 
pose.” 


“Business people are catching up to 
the scientific people in the use of 
data processing machines.” 


“You must assume that the electronic 
computer is slow and stupid and will 
do only what you tell it, or you 


should stay out of this business. You 
must also assume that you are 
smarter than the machines for they 
can work so fast they can mess up 
your program before you can get 
them stopped.” 


“Machines with large memories are 
well adapted to business use.” 


@ “We in the utility business have been 
using the ‘shotgun approach’ to elec- 
tronic machine accounting. We have 
been stumbling into it. We should 
squeeze all the water out of and cut 
our present systems and procedures 


down to the bone before entertain- 
ing the notion of electronic equip- 
ment.” 


“We are getting an output of about 
70 cards a minute on our 650, but 
with optimum programming we ex- 
pect to go above 90.” 


“One utility is now getting 92 billing 
cards per minute output on its 650 
through optimum programming.” 


“We are talking about punched card 
electronic accounting in our company 
but after hearing these speakers |’m 
‘scared stiff.’ ” 
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orth Shore proves ‘gas is best’ 





When ill-advised statements were made about com- 
parative speeds of electric and gas ranges, North 
Shore Gas called on Harper-Wyman to stage a gas 


actual education, directed first to its 
own employees, is the answer of North 
Shore Gas Co., which operates north of 
Chicago, to misleading statements about 
the advantages and disadvantages of 
competing fuels. 

North Shore Gas responded to its 
electric competitor's aggressive advertis- 
ing campaign by stepping up its own ed- 
ucational campaign addressed to employ- 
ees, dealers and consumers. Most 
urgently needed was a program to 
counter any effect the misleading state- 
ments may have among the 250 North 
Shore Gas employees. 

Jerry Happ, general sales manager, 
was given the job of organizing employee 
education meetings. To avoid disrupting 
Operations more than necessary, it was 
decided to hold four half-day meetings. 
Approximately 25 per cent of the organi- 
zation attended each meeting so that the 
entire 250 employees had an opportunity 
to hear the story. The meetings were held 
in the company’s Hospitality House at 
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Waukegan Sept. 21 and 22, 1955. 

The program was designed to demon- 
strate the advantages of gas for those 
services that are particularly competitive 
with electricity. In order to refute most 
dramatically the competitive claims of 
the electric utility, presentations were 
made by a number of gas appliance man- 
ufacturers’ representatives. 

Any employee doubts about the speed 
of gas cooking were effectively dispelled 
by an actual gas vs electric cooking dem- 
onstration staged by Harper-Wyman 
Company representatives. With a mod- 
ern gas range standing alongside its 
electric competitor, Roger Stevens and 
Bissell Smith proved the superior speed 
and cooking ability of gas. 

The advantages of fast recovery auto- 
matic gas water heaters, especially in 
meeting the hot water demands of mod- 
ern kitchen and laundry appliances, were 
convincingly demonstrated by Frank A. 
McFerran, general sales manager, Ruud 
Manufacturing Company. Comparison 


vs electric demonstration for its employees. Here 
Bissell Smith (left) and Roger Stevens prove the 
speedy superiority of gas for every cooking job 


was made with the latest types of electric 
water heaters on the market. 

The story of gas refrigeration was pre- 
sented by George Byers, Servel, Inc. 
Gas dryers and gas incinerators were also 
demonstrated, briefly, but effectively. 

As part of a long range campaign to 
keep its employees “sold” on gas, North 
Shore Gas has prepared an “Employees 
Information Booklet’ which hammers 
hard on the superiority of gas for “the 
seven big household jobs.” 

The problem is attacked frankly by 
Roy E. Jones, North Shore Gas president, 
in his introduction to the booklet. Mr. 
Jones says: 

“Desperate advertising by our com- 
petitors mentions fumes, heat, speed 
etc., but we can offset such ill-advised 
advertising if all of us know the real 
answers and results which can be ob- 
tained by the newer more modern gas 
appliances. 

“There are improvements in new mod- 
els of gas appliances as well as in auto- 
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mobiles, houses or outboard motors . . . 
but we must know of those improvements 
and tell our friends about them.” 

The booklet also publicizes the com- 
pany’s bonus plan for employee pros- 
pects for gas appliance sales. These bo- 
nuses are paid by the company when the 
prospect is sold by either the company 
or a dealer. 

The same type of program, adapted 
for dealer use, is being employed to make 
certain that a gas appliance gets the same 
or better treatment on a dealer's floor as 
its electric counterpart. 

At present an intensive dealer program 
is aimed at lifting the sales of gas re- 
frigerators. A dozen dealers selected 
from the territory were invited to a 


meeting where the product story was 
convincingly demonstrated. 

Next came the gas company’s offer: A 
coordinated advertising program; free 
delivery to customer; free installation; 
free service; financing as needed; and 
home service follow-up on all sales. 

With these profit aids, plus limited 
franchises, minimum floor stock and 
good margins, the dealer had a better 
“deal” than with an electric refrigerator. 
The response has been excellent, Mr. 
Happ reports, and the present campaign 
is only a forerunner of others to come. 

North Shore Gas carried the demon- 
stration technique over into the con- 
sumer field. One of the gas industry's 
latest developments—automatic top 


Selling North Shore employees on the advantages of gas refrigeration was the task of 
George Byers, Servel representative, during series of four educational meetings 


F. A. McFerran, Ruud Manufacturing Co., compared latest types of electric water heat- 
ers with fast recovery gas units in meeting demands of modern laundry appliances 


burner temperature control—was demon- 
strated at the Lake County Home Show. 
Florence Stove Company joined the gas 
company by demonstrating its new “Gov- 
erness” gas range. Using the controlled 
top burner flame, doughnuts were fried 
and passed out to visitors. 

Another attraction was a “‘live’” Handy 
Flame. A gas company employee was 
dressed in a costume to resemble the com- 
pany’s cartoon character. His antics en- 
thralled the children. 

Another effective demonstration of the 
theme, ‘““You Can Do It Better with Gas,” 
was the installation of gas all-year air con- 
ditioning in the company’s general of- 
fices in Waukegan. 

The offices are in two buildings with 
each building having its own brick wall 
rather than a common wall at the junc- 
tion point of the two buildings. This 
became an advantage because of limited 
space in the building. The two walls, 
each one foot thick, were utilized to act 
as a bearing wall for an exterior building 
to house two five-ton Servel winter and 
summer air conditioning units. Three 
cooling towers were also placed on this 
wall. 

The third cooling tower is used in con- 
junction with the five-ton Servel summer 
and winter air conditioning unit, which 
has been in operation for some time to 
condition the first floor for the conven- 
ience of customers and employees. Since 
the two-foot thick brick wall between 
the two buildings would have presented 
a duct-work problem, it was decided to 
use one unit for the west section of the 
second and third floors, and the other 
unit for the east side of the second and 
third floors. 

Duct work for both the conditioned 
and return air was brought down through 
the roof to the various offices on the 
third floor. It was then extended down 
to the second floor to the offices located 
in that area. All radiators and the gas 
boiler from the now obselete hot water 
heating system were removed. 

Through news stories carried in the 
local press, North Shore Gas let its cus- 
tomers know that the gas company’s 
newly remodeled offices are kept com- 
fortable—summer and winter—with gas. 

Thus on three fronts—consumers, em- 
ployees and dealers, North Shore Gas 
Company is answering the claims of its 
principal competitor. Not with a counter 
campaign of exaggerated advertising, 
but through actual demonstration that 
“you can do it better with gas.” 
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hipments of 232,800 automatic gas 
water heaters during October were 
15.2 per cent greater than in October of 
last year. This represented the highest 
October total on record since October 
1950 when 235,200 units were shipped. 
There were 2,368,900 automatic water 
heaters shipped during the first ten 
months of 1955, representing an in- 
crease of 22.4 per cent over the com- 
parable period of 1954. Shipments for 
all of 1955 are expected to exceed 2.8 
million units setting an all time high for 
such shipments in any one year. 

Gas range shipments of 205,600 units 
in October were 4.3 per cent higher than 
a year ago and marked the third consecu- 
tive month in which shipments of over 
200,000 units were effected. During the 
first ten months of 1955, shipments of 
1,921,300 gas ranges were 12.8 per cent 
greater than the 1,703,500 units shipped 
between January and October, 1954. 

Shipments of 92,800 gas fired fur- 
naces were 17.5 per cent greater than the 
79,000 units shipped during October 
1954. Shipments of gas fired furnaces 
for the ten month period ending October 
aggregated 702,300 units, up 29.7 per 
cent over the same cumulative period 
of 1954 and surpassing the 655,900 
units shipped in all of 1954. Shipments 
of 45,500 conversion burners continue to 
show marked gains over 1954 when 
only 32,200 units were shipped. The re- 
laxation of restrictions on househeating 
installations by several state regulatory 
commissions has been responsible for 
this upward trend in conversion burner 
shipments. During October 13,900 gas- 
fired boilers were shipped as against 
11,800 shipped in the same month a 
year ago. 

Housing starts during October 
dropped for the second straight month 
with 107,000 units started. This com- 
pared with 113,000 units started in Sep- 
(Continued on page 39) 
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Prepared by A.G.A. Bureau of Statistics 


SALES OF GAS AND ELECTRIC 
RESIDENTIAL APPLIANCES DURING OCTOBER, 1955 


(WITH PER CENT CHANGES FROM THE CORRESPONDING PERIOD OF THE PRIOR YEAR) 
Ten Months Ending 



























October September October 31, 1955 
Per Cent Per Cent Per Cent 
Units Change Units Change Units Change 
RANGES 
Gas 205,600 + 4.3 221,400 + 8.6 1,921,300 +128 
Electric 118,400 +22.8 115,500 + 1.5 1,238,300 +168 
WATER HEATERS 
Gas 232,800 -+15.2 237,100 +15.4 2,368,900 -+22.4 
Electric 67,900 + 66 87,300 + 8.6 778,900 +149 
GAS HEATING 
Furnaces 92,800 +417.5 100,200 +22.2 702,300 -+29.7 
Boilers 13,900 +417.8 14,200 +19.3 77400 +13.3 
Conversion Burners ~ 45,500 +41.3 43,600 -+21.4 182,300 — 8.5 
DRYERS 
Gas 45,000 +55.8 43,300 -+56.6 275,700 +579 
Electric 121800 +30.6 126,600 -+59.4 789,700 +68.2 
PERTINENT BUSINESS INDICATORS, OCTOBER 
(WITH PER CENT CHANGES FROM CORRESPONDING PERIOD OF THE PRIOR YEAR) 
October September 
Per Cent Per Cent 
1955 1954 Change 1955 1954 Change 
Industrial activity (1947-49 — 100) 142 126 +12.7 142’ 124 +14.5 
Consumer prices (1947-49 — 100) 114.9 1145 + 0.4 114.9 1147 + 0.2 
Housing starts, Non-farm (thousands) 107.0 1107 — 3.3 113.0 1157 —23 
New private construction expenditures 
($ million) 2,724 2,420 +12. 2805 2,460 +140 
Construction costs (1947-49 — 100) 148.6 1418 + 48 148.8 1416 + 5.1 
GAS SALES TO ULTIMATE CONSUMERS 
BY UTILITIES AND PIPELINES DURING OCTOBER 
(MILLIONS OF THERMS) 
Per Cent 
1955 1954 Change 
Month of October 
All types of gas 4,957.7 4,412.1 +12.4 
Natural Gas 4,745.1 4,200.4 +13.0 
Other Gases 212.6 211.7 + 0.4 
Twelve Months Ending October 31 
All types of Gas 65,158.1 60,062.8 + 8.5 
Natural Gas 61,7269 56,815.6 + 8.6 
Other Gases 3,431.2 3,247.2 + 57 
Index of Monthly Gas Sales 
(1947-49 = 100) 208.8 185.8 +12.4 


Total gas industry income statement is on page 39. 











Operation 
Demonstrate 


Industrial. groups say 
‘live better where you are’ 
to Cleveland home-owners 


he city of Cleveland is in the midst 

of the largest home improvement 
program ever attempted in any Ameri- 
can city. This project, “Operation 
Demonstrate,” which has as its motto, 
“live better where you are,” is a con- 
certed effort by Cleveland industry, 
government and civic groups to 
awaken property owners locally and 
throughout the nation to the danger 
they face by permitting their property 
to decrease in value through neglect 
and by doing so create the slums of 
tomorrow. 

Utilities have much to gain from 
active cooperation with such a project, 
says Harold Eckes, public relations di- 
rector of The East Ohio Gas Company 
and co-chairman of “Operation Dem- 
onstrate.” Participation will not only 
show the important part modern gas 
appliances have in home moderniza- 
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Before complete revamping at Cleveland's mall, 
this home was deformed by accumulated neglect 


Retail Lumber Dealers of Greater Cleveland and 
“Parents” sponsored remodeling of this 1892 home 


tion, but will also enhance the utility's 
institutional standing as an active, 
civic-minded member of the commu- 
nity, he stated. 

The Cleveland program is using as 
its guidepost the principles advanced 
by ACTION (The American Council 
to Improve Our Neighborhoods), a 
nation-wide, non-profit organization 
dedicated to the restoration of declin- 
ing neighborhoods. 


Remodel two homes 


To show what can be done to reha- 
bilitate neighborhoods, Operation Dem- 
onstrate is concentrating on the elements 
that make up these neighborhoods . . . 
the individual houses..Two homes, both 
in sad disrepair, were moved from their 
original locations to Cleveland’s down- 
town mall, where they were repaired, re- 


this photo were replaced with 


decorated and equipped with up-to-date 
appliances. 

Serving as centralized showplaces, 
the houses were opened to the pubic 
October 11th. On the premises are ex- 
perts to answer questions and give re- 
modeling advice. 

In an effort to draw property owners 
to these two homes, an intensive pub- 
licity program has been launched. 
Demonstrate hopes that these people 
will, as a result of this campaign, visit 
the houses, see what can be done and 
carry these thoughts back to their own 
homes, eager to apply the lessons they 
have learned to their particular home 
repair problem. 

During the first two months of the 
program, over 35,000 people have vis- 
ited the houses on the mall, which are 
being manned by personnel from The 
East Ohio Gas Company and the Cleve- 
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The kitchen of this home was) 
space, poor lighting, out-of-date 


Through the assistance of The ca 
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land Electric Illuminating Company. 
Between the two display houses is an 
ACTION-staffed information center 
offering remodeling counsel. 

In addition, 11 other residences are 
designated for Operation Demonstrate 
remodeling. These houses, located in 
older neighborhoods throughout the 
city, are all in various stages of disre- 
pair. They are not slum dwellings, but 
they would be if neglect is permitted 
to continue. 

To show what paint can do to 
brighten a neighborhood, half a city 
block will be repainted during Opera- 
tion Demonstrate and visitors will be 
invited to drive by and compare them 
with unpainted houses nearby. 

So that the dramatic impact of the 
entire program would be fully ex- 
ploited, the NBC-TV “Home” show 
televised the opening ceremonies, and 
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Remodeled version, serving as centralized public- 
ity for Operation Demonstrate, is depicted above 


After remodeling, house took on a modern look. A 
similar revamping would cost approximately $7500 






local radio and television also gave 
full coverage of the event. The city’s 
newspapers have backed Operation 
Demonstrate with page one space, and 
eight leading national shelter maga- 
zines, each co-sponsoring an individual 
home, will devote valuable editorial 
columns to “before and after’’ stories 
and pictures. 


Seek other cities 


ACTION hopes that a successful 
Cleveland Program will set off a chain 
reaction across the nation spurring 
other cities into formulating similar 
programs of home rehabilitation. 

To date ACTION has received re- 
quests for information from Los An- 
geles, Oakland, Chicago, Detroit, 
Knoxville and Havana, Cuba, regard- 
ing similar programs. 





Newly remodeled kitchen has gas range, gas refrigerator; utility 
room houses gas incinerator, gas water heater and gas washer-dryer 


Each room in remodeled house is as up-to-date as the all-gas kitchen. 
March issue of “Parents” will portray house in a full-color spread 





Christmas recipe 


@ Contributions made by the Head- 
quarters staff of the American Gas 
Association last month helped pro- 
vide a Merry Christmas for needy 
people. Money collected reached ap- 
proximately $170, or about the equiv- 
alent of the money which would 
otherwise have been spent by the 
staff in sending greeting cards to fel- 
low staff members. 

Recipients of gifts were: 22 resi- 
dents of Ward Manor, a home for the 
elderly, who were each granted one 
of three wishes they expressed; ten 
children who wrote to Santa Claus in 
care of the Grand Central Annex 
Post office; and a needy family rec- 
ommended by the Community Serv- 
ice Center. 








Commercial gas equipment exhibit above was high spot at Pacific Coast Re- 
gional Restaurant Convention and Exposition held at Hotel Biltmore, Los Angeles 


G* equipment starred at the “biggest 
and best” restaurant show in west- 
ern history, concluded recently in Los 
Angeles. Outstanding participation by 
the gas industry was cited as one of the 
major factors in the success of the 
Pacific Coast Regional Restaurant Con- 
vention and Exposition, October 24, 25 
and 26. 

Los Angeles’ Biltmore Hotel was the 
scene of the show which drew almost 
the entire hierarchy of the western 
restaurant business. Gas industry par- 
ticipation included special booths de- 
signed to display the latest and most 
modern commercial cooking equip- 
ment by such leading makers as Anets- 
berger, A. O. Smith, Blodgett, Cleve- 
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land, Connerton, Day & Night, Del 
Francia, Duke, Frymaster, Garland, 
Laars, Madsen, Magic Chef, Middleby 
Marshall, Savory and Wolf. 

In addition, the Pacific Coast Gas 
Association and Southern Counties and 
Southern California Gas Companies’ 
Natural Gas Bureau maintained a hos- 
pitality booth for the convenience of 
visitors. 

Panel sessions highlighted the show 
and covered numerous topics to interest 
members of the restaurant industry 
covering the field in its broadest 
range. Success of the forums was indi- 
cated by the tremendous popularity of 
the sessions. 

One of the most outstanding was 





California’s Wolf Range & Manufacturing Co 
shows its line of gas burning kitchen equipm 


Essential to efficient restaurant operation is 
ter supply, as provided by Smith-Burkay equip 


the Drive-In session moderated by Bob 
Wian, of famed Bob’s Drive-Ins, and 
featuring such name operators as For- 
est Smith of Clock Restaurants, Glenn 
Amunsen of Henry’s Drive-Ins and 
George Sanchez of Hody’s Drive-Ins. 

The Dinner House session discussed 
the subject of customer contact, credit 
and entertainment, under the leader- 
ship of Art Williams, owner of Biff's 
and Tiny Naylor’s and vice-president 
of the Southern California Restaurant 
Association. 

Bob Grisson, representing one of 
San Francisco's finest establishments, 
discussed ‘‘Service, Menu Presentation 
and Food Quality,” from the angle of 
the glamour establishment. 
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lell-known Garland line of commercial gas ranges 
shown under banner of new parent, Welbilt Corp. 
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g a leader in commercial fields, Magic Chef ex- 


bits its full line at Pacific Coast restaurant show 


The final section was “Public Rela- 
tions, Advertising and Parking Facili- 
ties” under the direction of Lewis 
Thomas of the Wild Goose Inn. 

Other programs and panel discus- 
sions in which every phase of the com- 
plex food establishment business was 


considered started at 10:00 A.M. of 


the first and continued through the three 
days of the meeting. 

Presiding officer was Malcolm Stew- 
art, president of the Southern Califor- 
nia group and director of the National 
Restaurant Association. Gala windup 
of the convention was the banquet, 
dance and show held on the last eve- 
ning in honor of national president 
Marion Isbell and Mrs. Isbell. 
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Electronics seminar___ 


(Continued from page 20) 


adequacy of the equipment to the com- 
pany’s work load. Overselling also will 
sometimes overload a company with 
equipment which may not be at all suited 
to its operation. 

The cost of a change in system in 
terms of programming should be thor- 
oughly explored before making any 
quick change. “System change costs are 
not one-time costs,’ was Mr. Brooks’ 
final warning. : 

The major part of the agenda was de- 
voted to presentations by sales engineers 
or applications engineers of seven manu- 
facturers of electronic data processing 
equipment. Companies participating in- 
cluded: 

Sperry Rand Corp., Electrodata Corp., 
Underwood Corp., Burroughs Corp., 
Logistics Research, Inc., International 
Business Machines Corp., and Radio 
Corporation of America. Delegates also 
toured the Burroughs Corporation plant 
and Sperry Rand’s Univac production 
plant. 

From the presentations made by the 
manufacturers’ representatives at the 
seminar, it appears that IBM and Elec- 
trodata are presently producing for the 
market equipment which may be adapted 
to the needs of the medium size utility. 
When one of the panel discussion lead- 
ers was asked why his company chose a 
certain type of equipment, the reply was 
to the effect that they wanted something 
that was already in the field and tried, 


Minneapolis Gas 


(Continued from. page 15) 





upon the company as a source of relia- 
ble information and friendly help. Par- 
ents welcome the homemaking train-~ 
ing their youngsters are receiving and 
commend the company for its commu- 
nity service. 

3. Through contact with the high 
school classes, Minneapolis Gas Com- 
pany is gaining a first-hand knowledge 
of the under-twenty market, these teen- 
agers’ influence in the home and their 
concern with setting up their own home. 

4. Thousands of Minneapolis Gas 
Company recipe booklets are being 
brought into schools and homes by the 
visiting teachers and students. The gas- 
cooking recipes are incorporated into 
the high school homemaking classes 
and into meal preparation in the home. 

5. The program is paving the way 


rather than something proposed or on 
the drawing board. Those manufacturers 
now in the market hold a lead which 
will soon be challenged from all sides. 

Judging by the number of manufac- 
turers who have electronic data process- 
ing machines on their drawing boards, 
or in the developmental stage, the next 
two years may well hold the key to the 
effective use of this equipment in the 
utility industry. If all the present en- 
trants stay in the field, there should be 
a wider choice of equipment, constantly 
improving machines, excellent service, 
and nearly standard costs for comparable 
equipment. 

The manufacturers’ presentations left 
many observers with the impression that 
unless one is committed to a particular 
electronic accounting machine or unless 
one wants to pioneer in this field, it 
would be advisable to wait a while be- 
fore making a final choice. 

J. C. Faris, chairman, EEI Accounting 
Division, closed the seminar by remind- 
ing the delegates that the customer does 
not care what we keep our records on but 
that when he has a query or complaint 
he wants an answer and we cannot hand 
him a punched card or a piece of tape. 
He remarked that, unlike other busi- 
nesses, we cannot add the cost of new 
equipment to the cost of our product 
and pass it along to the consumer. 

With all the concentration on im- 
proved methods and equipment, Mr. 
Faris suggested that we “do not elimi- 
nate the customer,” for he keeps us in 
business. 


for more community relations projects 
between the Board of Education and 
the Minneapolis Gas Company, from 
kindergarten visits to adult education 
classes. 

Springboard for the whole program 
is the November issue of Seventeen at 
School, Seventeen Magazine's supple- 
ment for homemaking teachers, which 
features detailed lesson plans and ac- 
tivity suggestions for teachers, aimed 
at familiarizing their high school 
classes with the most up-to-date meth- 
ods, products and services in the home- 
making fields today. 

The Minneapolis program has been 
so successful that the magazine plans 
similar projects in cities throughout 
the nation. These will afford gas com- 
panies in other areas an opportunity 
to participate in this unique commu- 
nity-centered project. 
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Section plans for cost reduction 


by greater coordination of Accounting committees 


Accountants organize for 


} 





Ws and means to further cost reduc- 
tion will be a chief aim of the Ac- 
counting Section under the active and 
energetic leadership of E. R. Eberle, 
Public Service Electric and Gas Co., 
chairman. Mr. Eberle is being assisted 
by W. D. Sweetman, The Peoples Gas 
Light and Coke Co., vice-chairman, and 
T. J. Shanley, A. G. A., secretary. 

In his opening remarks at the organi- 
zation meeting this fall in Cincinnati, 
Mr. Eberle left no doubt about the qual- 
ity of service he expects from coordi- 
nators, committee chairmen, vice-chair- 
men and members. He charged the Sec- 
tion with maintaining the highest type 
of accounting service and exerting every 
effort to make investigations follow the 
general theme of cost reduction. 

In a concentrated effort to coordinate 
the various committees’ efforts to reduce 
costs and improve service, each of the 
standing committees has appointed a 
liaison member to cooperate with the 
Electronic Accounting Machine Devel- 
opments Committee. Under this arrange- 
ment, two-way communication can be 
kept open between the Electronic Ac- 
counting Machine Developments Com- 
mittee members, who are in touch with 
developments by each of the many elec- 
tronic accounting machine manufactur- 
ers, and the standing committee mem- 
bers, who best know the requirements in 
their particular fields. 

New regulations of the Internal Rev- 
enue Service concerning the 1954 Code 
are being studied not only by the tax ac- 
countants but by others as well because 


E. R. EBERLE (left): chairman of Accounting Section; manager of industrial relations 
in the department of the vice-president in charge of commercial operations, Public 
Service Electric and Gas Co., Newark, N. J.; joined Public Service in 1933, served 
as rt cial ger 1942-45, managerial assistant 1945-49, assistant to 
general manager, 1949-55; Section activities include chairman, Accounting Employee 
Relations Committee 1947-48, coordinator, Customer Activities Group 1949-50, and 
vice-chairman, Accounting Section, 1954-55; authored numerous American Gas Asso- 
ciation-Edison Electric Institute conference papers and articles for A.G.A. MONTHLY 





W. D. SWEETMAN (right): vice-chairman of Accounting Section; superintendent, cus- 
tomer accounting department, The Peoples Gas Light and Coke Co., Chicago, IIl.; has 
served as superintendent of general ac g, t budget director, supervisor 
of statistics and methods; Association experience includes membership on Customer 
Accounting Committee and Accounting Employee Relations Committee, chairman, Ac- 
counting Employee Relations C ittee, and coordinator, General Activities Group 








of the widespread interest in the accel- 
erated depreciation provisions. Uniform 
Classification of Accounts is another sub- 
ject with which all utility management 
is vitally concerned. 

Work is progressing rapidly on the 
Section’s program for the National Con- 
ference of Gas and Electric Utility Ac- 
countants, to be conducted jointly with 


the EEI Accounting Division, April 
16-18, 1956, at the Biltmore and Com- 
modore Hotels in New York. 

Reports on the credit picture and other 
timely problems are being prepared for 
publication in the A. G. A. MONTHLY 
or for presentation at the A. G. A. An- 
nual Convention. 

A workshop to investigate “The Hu- 
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man Factors in Accounting Costs” is 
planned by the Accounting Employee 
Relations Committee. G. A. Ford, The 
Connecticut Light and Power Co., is 
chairman and T. J. Blake, The Peoples 
Gas Light and Coke Co., is vice-chair- 
man. Feeling that human factors are a 
major consideration, both short-term and 
long-term projects are being studied in 
order to determine where benefits may 
be obtained. 

The General Activities Group of 
Standing Committees is under the gen- 
eral direction of the coordinator, R. H. 
Johnson, The Brooklyn Union Gas Com- 
pany. Close cooperation and communica- 
tions with all Section groups are being 
sponsored in connection with studies and 
reports concerning accelerated deprecia- 
tion. A “watchdog” committee has been 
set up because of the far-reaching effects 
of this provision. Each committee has a 
particular interest because the provision 
affects taxes, financial statements, depre- 
ciation accounting and plant and prop- 
erty records. 


Tabulations completed 


S. W. Binckley, Southern California 
Gas Co., heads the Depreciation Ac- 
counting Committee. Tabulations of the 
survivor values and average remaining 
lives for 27 lowa-type curves have been 
completed. A manual to explain the ta- 
bles is to be prepared, together with 
some additional computations for the 
theoretical reserve by use of Iowa-type 
curves. The purpose of the committee’s 
“Survey to Ascertain Curve Types for 
Various Elements of Electric and Gas 
Properties” is to collect types of curves 
being used by the industries, not with 
the purpose of recommending any one 
curve, but to make many curves available 
for review by companies contemplating 
the use of a curve. 

The committee will present the sixth 
annual “Report of Court and Commis- 
sion Decisions Regarding Depreciation.” 
The committee’s study on “Net Salvage” 
will point out the complications of net 
salvage accounting and the effect thereon 
of accelerated depreciation. The com- 
mittee’s ‘‘Study of Liberalized Depreci- 
ation for Tax Purposes” is a continua- 
tion of the study on “Accelerated Depre- 
ciation.” 

The committee plans to continue to 
keep other committees and the chief ac- 
counting officers of member companies 
of A. G. A. and EEI informed on the 


progress of studies on this subject and, 
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in addition, to publish a report on the 
mechanics of application of the various 
methods probably acceptable to the In- 
ternal Revenue Service. Further, the 
Committee plans to calculate and sum- 
marize the results of using the various 
methods of computing “Tax Deprecia- 
tion.” 

The Plant Accounting and Property 
Records Committee, under G. F. Dixon, 
Milwaukee Gas Light Co., is also deep 
in studies on accelerated depreciation. 
The committee's responsibility is to 
maintain records and prepare reports 
that will be satisfactory for the develop- 
ment study and reporting of this tax fa- 
cility. In addition, the committee intends 
to present reports on “Training Operat- 
ing Personnel in the use of Blanket 
Work Orders.” 

The committee is also preparing ma- 
terial for presentation in a Panel Session. 
Reports are also to be developed, cover- 
ing “Problems and Practices Occasioned 
by Transfers of Property” and “The 
Presentation of Property Record Reports 
to Management.” 

Charles Mullen, Niagara Mohawk 
Power Corp., is steering the Internal Au- 
diting Committee. Although of necessity 
there has been a very limited distribution 
of highly confidential “case studies,” we 
feel that such studies have been invalu- 
able to the internal auditors of cooperat- 
ing utilities. To date, 131 of these stud- 
ies have been reported, and the commit- 
tee intends to continue this reporting. 

Work is also progressing on audit 
manuals for “Customer Deposits,” 
“Work on Customers’ Premises,” “Credit 
and Collection Department,” ‘Transpor- 
tation Department,” and “Advances in 
Aid of Construction.” “Instructions for 
Writing Auditor's Manual” and “Pro- 
cedure for Writing Audit Reports” are 
also in process. 

J. A. Laing, Natural Gas Pipeline 
Company of America, directs the large 
and extremely active General Account- 
ing Committee. At the committee's or- 
ganization meeting in Cincinnati, 58 
subjects were proposed for study and 
report. Many of the subjects finally se- 
lected deal with reducing either ex- 
penses, taxes or financial charges. 

One group is working closely with the 
Electronic Accounting Machine Devel- 
ments Committee in order that full ad- 
vantage of computer applications can 
accrue to general accounting and upper 
management activities. Another group 
is active in studies to properly account 


E. M. ALT, coordinator, Customer 
Activities Group, is assistant sec- 
retary and assistant treasurer 
of Northern Indiana Public Serv- 
ice Co.; he joined the utility’s 
predecessor in 1920, has served 
as traveling auditor, assistant 
to the chief accountant, and su- 
pervisor of commercial offices 


R. B. HERROLD, chairman, Cus- 
tomer Accounting Committee, 
worked in local and district office 
accounting for The Ohio Fuel Gas 
Co., 1938-46, has been supervisor 
of cust accounting at Colum- 
bia Gas System Service Corp. 
since that time; was chairman of 
three Accounting Section projects 





J. E. MALONE, chairman, Cus- 
tomer Collections Committee, 
started with The East Ohio Gas 
Co. in 1922, has served in utility’s 
credit, appliance, customer service 
and new services, and main line 
extensions departments. Since 
1951 he has been credit manager 
of the utility's Cleveland division 


B. J. McMILLEN, chairman, Cus- 
tomer Relations C ittee, started 
with Cincinnati (Ohio) Gas & 
Electric Co. in 1928, and since 
that time has worked in various 

pacities including information 
clerk, special application clerk, 
and since 1948, assistant man- 
ager of the service department 








R. H. JOHNSON, coordinator, 
General Activities Group, has 
been a general auditor in the 
audits and systems department of 
The Brooklyn (N. Y.) Gas Co. 
since 1951. He joined the utility 
in 1946, following experience in 
the public accounting field with 
Arthur Anderson and Company 

















S. W. BINCKLEY, chairman of the 
Depreciation Accounting Commit- 
tee for the second consecutive 
year, also served a term in 1941 
as chairman of the Pacific Coast 
Gas Association. He has been with 
Southern California Gas Co., Los 
Angeles, for over 30 years, and 
is now secretary of the utility 


J. A. LAING, chairman, General 
Accounting Committee, is assistant 
vice-president and istant sec- 
retary of Texas Illinois Natural 
Gas Pipeline Co., and Natural 
Gas Storage Company of Illinois. 
During World War Il, he served 
the Office of Production Manage- 
ment and Office of War Utilities 





CHARLES MULLEN, chairman, In- 
ternal Auditing Committee, has 
been a member of the committee 
since 1950. He is supervisor, in- 
ternal auditing section, Niagara 
Mohawk Power Corp., Syracuse, 
N. Y. He is a member of the 
American Institute of Accountants 
and Institute of Internal Auditors 





G. F. DIXON, chairman, Plant Ac- 
counting and Property Records 
Committee, has been employed by 
the Milwaukee (Wis.) Gas Light 
Co. since 1928, and has been su- 
pervisor of the utility's property 
records department since 1950. 
He is a director of the Mil- 
waukee Society of Accountants 


M.S. LONON, chairman, Taxation 
Accounting Committee, started 
with East Ohio Gas in 1932, was 
successively clerk, chief clerk, tax 
department head. He became as- 
sistant ger, c dated 
Natural Gas System tax depart- 
ment in 1951, manager in 1953. 
He is a member of the Ohio Bar 





G. A. FORD, chairman, Accounting 
Employee Relations Committee, is 
now employed as supervisor of 
the machine accounting section of 
the Connecticut Light & Power 
Co., Hartford, Conn. Mr. Ford has 
been prominent in the affairs of 
the National Machine Account- 
ants Association for several years 


for and report on accelerated deprecia- 
tion. The problems of cost control have 
taken their place among items being 
worked upon by various project commit- 
tees such as: “Responsibility Account- 
ing,” “Statistical Standards for Control 
and Comparison of Costs,” ‘Operations 
Research,” “Coordination of Construc- 
tion, Operating and Cash Budgets,” etc. 
“Monthly Reports to Management,” and 
“Quarterly, Interim and Annual Reports 
to Stockholders” are subjects assigned to 
other subcommittees. One group is mak- 
ing a case study of accounts payable and 
another has accepted the responsibility 
of reporting on current accounting trends 
or releases and their effect upon utilities. 

The Taxation Accounting Committee 
is under the chairmanship of M. S. 
Lonon, Consolidated Natural Gas Co., 
with J. R. Weger, Baltimore Gas and 
Electric Co., as vice-chairman. The com- 
mittee during the current year will be 
heavily involved in solving the many 
problems that face the industry because 
of the enactment of the Internal Rev- 
enue Code of 1954. As final regulations 
concerning the Internal Revenue Code 
as a whole have been issued only recently 
by the Internal Revenue Service, many 
problems exist. 


Scan tax laws 


A very important element of the Tax- 
ation Accounting Committee, the Sub- 
committee on Proposed and Introduced 
Federal Tax Legislation and Regula- 
tions, will review forthcoming regula- 
tions and amendments to the Internal 
Revenue Code for the purpose of mak- 
ing recommendations to the Treasury 
Department. 

The Customer Activities group of 
committees is led by the coordinator, 
E. M. Alt, Northern Indiana Public 
Service Company. Within the framework 
of the three committees in this group 
one finds the most tenacious attempts to 
adhere to the main theme, cost reduction. 

The Customer Accounting Commit- 
tee, under R. B. Herrold, Columbia Gas 
System Service Corp., is making an ex- 
tensive study of service order procedures 
and forms, and the type of equipment 
used in handling this large volume of 
work. 

The project committee studying vari- 
ous types of electronic data processing 
equipment and its effect upon customer 
accounting is in full liaison with the Elec- 
tronic Accounting Machine Develop- 
ments Committee. This, of course, is 


probably the most fertile of all fields in 
which to develop real cost reduction. 
Although this isn’t a study that will be 
completed soon or alone, great things 
are expected to be developed. Studies 
are also to be made on ‘Equalization 
Plans for Payment of Heating Bills,” 
“Standardization for Cost Comparison,” 
“Trends in Customer Accounting Pro- 
cedures and Equipment,’ “Single or 
Multiple Mark-Sensed Meter Reading 
Cards,” ‘Trends in Meter Reading Pro- 
duction,” and ‘Meter History and Test 
Records.” 

The Customer Collections Committee 
under the chairmanship of J. E. Malone, 
The East Ohio Gas Co., has seven proj- 
ects under consideration. It is the inten- 
tion this year to continue the excellent 
service to the gas and electric indus- 
tries by publishing, in the A. G. A. 
MONTHLY, analyses of credit and collec- 
tion conditions. 

Other studies include ‘Uniform Sys- 
tem of Opening Accounts and Taking 
Applications for Service,” “What's New 
in Filing Methods,” “Systems and Pro- 
cedures for Collection and Credit Rec- 
ords,” ‘“Training Personnel for Credit 
and Collection Department Work,” 
“Electronic Equipment,” “Timing of 
Collection Notices,” and “Getting Down 
to Basics in Utility Credit Policy.” 

B.J. McMillen, The Cincinnati Gas and 
Electric Co., and his Customer Relations 
Committee are striving earnestly to main- 
tain the existing excellent customer re- 
lations, and are therefore deep in a study 
of the effect, on customers, of proposed 
electronic programs. One group within 
the committee is directly promoting the 
Customer Relations Training Package 
and is recommending supplemental ma- 
terial. A catalogue of company policies 
is being prepared in loose-leaf form so 
that it may easily be kept up to date. 

Other interesting studies by the com- 
mittee include ‘Customer Education,” 
“Budget Billing,” ‘Demand Rates,” 
“Billing Changes,” and “Summer Turn- 
Offs.” 

A. J. Klemmer, Rochester Gas and 
Electric Corp., is chairman of the Ac 
counting Developments Service Commit- 
tee, which disseminates to the entire 
industry information regarding the lat- 
est procedure developments, new office 
equipment available and any new tech- 
niques or practices which tend to sim- 
plify accounting problems or to aid in 
the handling of greater volume with 
less effort. 
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Chairmen of A.G.A. Accounting Section special committees 


B. S. Rodey Jr. 
Steering Committee 
Electronics Research 

Project 


The Committee on Application of Ac- 
counting Principles is headed by Eman- 
uel Toder, Consolidated Edison Com- 
pany of New York, Incorporated. This 
committee follows current developments 
in accounting principles and practices, 
studies their impact upon the gas indus- 
try and, through releases of reports on 
such studies, promotes understanding of 
current developments and of their effect 
upon the utility industry. 

One of the most important services 
performed for all members of the Ac- 
counting Section, that of keeping up to 
date the manual of articles published by 


R. F. McGlone 
Electronic 
Accounting Machine 
Developments 


A. J. Klemmer 
Accounting 
Developments 
Service 


the Accounting Section, is being per- 
formed by the Compendium Committee, 
headed by J. F. Daly, Long Island 
Lighting Company. 

There is tremendous interest in the 
work of the Electronic Accounting Ma- 
chine Developments Committee, headed 
by Ralph McGlone, The East Ohio Gas 
Company. It is the consensus that major 
savings in clerical operations and opera- 
tions research are directly dependent 
upon investigations and developments 
by this committee, and by the individual 
companies represented on the commit- 
tee. The committee will bring to the 


Emanuel Toder 
Application of 
Accounting Principles 


James F. Daly 
Accounting Section 
Compendium 


attention of the entire industry, at the 
Spring Conference and also at special 
electronics seminars such as the one just 
concluded at Philadelphia, the latest de- 
velopments as to logical and technical 
approach by member companies, and the 
newest in equipment announcements. 

The Steering Committee for Elec- 
tronics Research Project—Harvard Uni- 
versity—is under the direction of B. S. 
Rodey, Jr. of the Consolidated Edison 
Company of New York, Inc. This neces- 
sarily small committee is the means of 
communication between the industry and 
Dr. Howard Aiken’s research team. 





Wisconsin utilities pay over $13 million in property taxes 


VER $13 million changed hands Dec. 1 in 

the office of Warren R. Smith, Wisconsin 
State treasurer, as seven representatives of 
nine Wisconsin utilities delivered tax pay- 
ments. The seven treasurers and assistant 
treasurers paid a total of $13,296,500.86, or 
94.79 per cent of the $14,027,278.10 assessed 


against all investor-owned light, heat, and 
power companies in the state. 

The tax was collected from utility cus- 
tomers as part of the cost of service. Sixty-five 
per cent of it will be returned to the local 
taxing districts. 

A breakdown of the amount paid by gas and 


combination companies in the group is as 
follows: Wisconsin Power and Light Co., 
$2,721,171.74; Wisconsin Public Service 
Corp., $2,091,815.88; Milwaukee Gas Light 
Co., $1,177,212.40; Madison Gas & Electric 
Co., $421,079.82; and Wisconsin Natural 
Gas Co., $254,006.21. 


NAPA to hold conference on theme of purchasing progress 


HE MID-WINTER conference of the Na- 

tional Association of Purchasing Agents, 
based on the theme “Twenty-five Years of 
Purchasing Progress,’ will be held at the 
Edgewater Beach Hotel, Chicago, Feb. 5-7. 

Key items on the program are: a panel 
discussion on price policies with four major 


companies represented; talks by top speakers 
on copper, aluminum, and steel; and a review 
of trends and policies starting 25 years ago, 
with a consideration of the present and future. 

Officers of the association are: chairman, 
R. F. Isenhart, The Dayton (Ohio) Power 
and Light Co., also chairman of the public 


utility buyers’ group; first vice-chairman, 
L. G. Wiseley, Michigan Consolidated Gas 
Co., Detroit; vice-chairmen, H. T. Belcher, 
Consumers Power Co., Jackson, Mich., and 
R. H. Sperreng, Union Electric Company of 
Missouri; secretary-treasurer, James J. Morse, 
New Orleans (La.) Public Service Co., Inc. 


FPC issues 1954 ‘Statistics of Natural Gas Companies’ 


HE Federal Power Commission has an- 

nounced the issuance of the 1954 edition of 
its annual publication Statistics of Natural 
Gas Companies. 

The report contains, for the individual 
companies, detailed financial and operating 
information in the form of statements of the 
balance sheet; income and earned surplus 
Statements; gas operating revenues, customers 
and sales; capital stock and long-term debt; 
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gas operating expenses; gas utility plant; gas 
accounts; and data on physical property and 
number of employees. Composite financial and 
operating statements summarizing the data 
for all companies included in the report are 
shown for the years 1944 through 1954. 
Information contained in the publication 
was taken from annual reports filed with the 
FPC by natural gas companies subject to its 
jurisdiction. The new report provides informa- 


tion on 115 companies. During the year three 
of these companies were eliminated through 
merger, leaving 112 in operation at the end 
of 1954. Passage of the Hinshaw Amendment: 
to the Natural Gas Act, H.R. 5976, reduced 
the number of natural gas companies reporting 
to the commission from 160 in 1953 to 115 in 
1954. 

Copies of the new cloth-bound publication 
are sold by FPC for $5; number is FPC S-116. 
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L. E. BIEMILLER, CHAIRMAN - J. ROBERT DELANEY, VICE-CHAIRMAN 


Set water 
heating 
Sales drive 


; hroughout 

a PAR activity wee Hie ch 

sales depart- 
ments are completing final plans to con- 
centrate sales and promotional activity 
on commercial gas water heating during 
February, March and April. Those are 
the months that gas companies join 
hands and team together in the A. G. A. 
Commercial Gas Water Heating Sales 
Campaign. 

The campaign will be supported by 
A. G. A. national advertising in selected 
trade publications, also by feature issues 
of “Cooking For Profit.” 

This is the third such A. G. A. Cam- 
paign and because of the sales successes 
achieved in previous campaigns, the 
Managing Committee of the Industrial 
and Commercial Gas Section has voted 
to hold the campaign annually. 

A special subcommittee of the Food 
Service Equipment Committee under the 
leadership of Joseph Betz of The Manu- 
facturers Light & Heat Co., Pittsburgh, 
has prepared a comprehensive campaign 


program. This was incorporated in a 
special campaign portfolio which details 
the steps for both planning and con- 
ducting a closely coordinated and free- 
wheeling local sales drive. 

Particular attention was given to the 
preparation of a program which could 
be used in whole or in part—depending 
upon the budget and the manpower of 
the local utility. However, Chairman 
Betz has stressed the fact that even full 
use of all the components of this 
A. G. A. campaign is within the allow- 
ance of the most austere budget. 


Emphasize teamwork 

Emphasis has been placed upon close 
teamwork between manufacturer, dealer 
and gas company. Through wide use of 
direct mail selling the gas company pro- 
vides prospects, then guides the estimat- 
ing of hot water requirements and sizing 
of equipment, bringing in and mar- 
shalling the sales talents of plumber, 
dealer and manufacturer to complete the 
sale. 
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Stage dish 
washing skit 
in Detroit 
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Walter Snyder, executive director, National Sanitation F 


4 dati 


, tells Detroit volume 





feeding operators of important hot water rinse in sanitizing dishes. Below is view of 
equipment used in demonstration, which is available to gas companies through A. G. A. 
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In the portfolio there is a complete 
series of sales letters directed to volume 
feeding establishments, apartment house 
owners, owners and managers of office 
buildings, multiple housing projects, 
schools, institutions, motels and car wash 
stations. 

The sales aim in the volume feeding 
market is that of resizing and upgrading 
present systems—or converting competi- 
tive fuel installations to two-temperature 

: automatic gas systems. It is reliably esti- 
mated that the major share of restau- 
rants have systems that are able to pro- 
vide less than half of the volume of 140 
degree wash water and 180 degree sani- 

tizing rinse water that is demanded by 

health ordinances. It need not be pointed 
out that this market, rich in potential 
added load, has an excellent load factor 
on an attractive rate schedule. 

, In office buildings, institutions, apart- 

ments and multiple housing, the sales 
target is that of converting or supplant- 

: ing large boiler operations, designed for 


winter building heat and most inefficient 
as summer water heaters, to automatic 
gas water heating systems for summer 
operation. Numerous case histories in 
the campaign portfolio support the sensi- 
ble economics of such operations and 
provide excellent sales ammunition for 
salesmen. 

Evidence that sales activity in this 
direction provides profitable summer 
load is in the records of a utility whose 
representative sold a large government 
military establishment on the desirability 
of installing large automatic gas water 
heaters at the point of usage to operate 
during the summer months. 


Adds summer load 


Civilian engineers at the establish- 
ment estimated that the same 90 large 
water heaters installed paid for them- 
selves in the first summer of use. No gas 
company would frown upon such an 
added summer load. 


Another element in the campaign 
portfolio is an outline of a successful 
commercial water heating rental program 
adopted by Citizens Gas and Coke Util- 
ity of Indianapolis. Interest in a rental 
program is being revived in some corners 
of this industry so the letters, contract 
forms and the summary of results may 
serve as a guide to a number of A. G. A. 
members. 

For member use, A. G. A. is offering 
offset printing plates at nominal cost 
for production of economical Proposal 
Forms to use in submitting equipment 
recommendations and bids. The forms, 
because they are so inexpensive, can be 
provided to dealers or plumbing supply 
houses to use in submitting bids on gas 
water heaters. 

Piece by piece, item by item, the port- 
folio on Commercial Gas Water Heating 
Sales Campaign has useful sales tools for 
every A. G. A. member and a careful 
review will satisfy PAR subscribers that 
therein are well invested funds. 






















/A. G. A. members. 


mage proof that it takes 180 de- 
7 gree hot rinse water to produce bac- 
teria-free, air-dried dishes was presented 
_by the Michigan Consolidated Gas 
sCompany to 525 Detroit health board 
“Officials, sanitarians, school lunch super- 
eisors and restaurant owners and oper- 
ators, the largest audience in the history 
) of the Detroit Restaurant Association. 
' Cooperating with the utility in this 
"demonstration was the National Sanita- 
"tion Foundation, Ann Arbor, Mich., 
‘originators of the “Geiger Counter” sys- 
ptem of measuring soil and bacteria re- 
Moval or retention in commercial dish- 
F washing. 
In the demonstration two commercial 
~door-type dish washers were used with 


of 
A. 
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| @ To focus the attention of volume feeding operators on 
» the need of adequate hot water for dish and utensil sanita- 
tion, A. G. A. has prepared an outline of a stage demon- 
© stration on dishwashing techniques and gives instructions on 
‘the procedure for staging the meeting. This demonstration 
'was originally presented by The Ohio Fuel Gas Company in 
cooperation with the Ohio State Department of Health and 
} the National Sanitation Foundation. It was then adopted by 
pthe A. G. A. staff so that it might be-available to other 


bers. 


Such a meeting was held in Detroit in late October by the 
Michigan Consolidated Gas Company. We are indebted to 
Malcolm Scott, Ruud Manufacturing Co., for the following 
account of the meeting. 

A similar demonstration is available to all A. G. A. mem- 


Cooperating manufacturers of water heaters, dishwash- 
ing machines and detergents provide the equipment. The gas 
company needs only to make local arrangements, provide 


the audience and set up the equipment.—Editor 


remote large temperature dials to show 
the hot water temperatures at all times. 

Walter Snyder, executive director of 
National Sanitation Foundation, con- 
ducted the demonstration in which the 
difference in soil and bacteria removal 
resulting from dishes improperly and 
properly stacked in the dishwasher racks 
was first shown. This was followed by 
the Geiger Counter demonstration in 
which dishes covered with radio-active 
soil were first washed and rinsed in sub- 
temperature water, then washed properly 
at 140 degree and rinsed at 180 degree 
sanitizing water. 

The results were dramatically revealed 
to the audience as the dishes were ex- 
posed to the Geiger Counter at each of 


three steps: the soiled dishes before any 
washing or rinsing action; the dishes 
after washed and rinsed in sub-tempera- 
ture water, and after washing and rins- 
ing respectively at 140 and 180 degrees. 
The number of “clicks” in each step 
showed quickly the amount of soil on the 
dishes, proving in convincing fashion 
that modern commercial gas water heat- 
ers are ‘must’ equipment in any food 
service establishment with a commercial 
dishwashing machine. 

Other speakers were Fred Kaiser, vice- 
president, Michigan Consolidated; Dr. 
Joseph Mallner, Health Commissioner, 
City of Detroit; and George Rowmell, 
president, Michigan Restaurant and Caf- 
eteria Association. 
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Superintendents of utility fleets face specialized 
problems which are not common to other types of 
fleet operation. For aid in solving these problems, 

- they can turn to special divisions of the utilities’ 
associations, the American Gas Assn. and the Edi- 
son Electric Institute. 

While both associations are primarily concerned 
with problems peculiar to utility companies, such 
as production, distribution and customer services, 
they also include committees devoted to studying 
the effective use of motor vehicles in their organiza- 
tion. In these committees, fleet managers and 
superintendents are able to work together to solve 
their common, specialized problems. 








Recognizing that many problems of fleet opera- 
tion are common to gas and electric companies 
and that some utilities are combination electric 
and gas operations, AGA and EE! have established 
@ program of joint meetings and projects in which 
members of both organizations take part. This 
cooperation strengthens the motor vehicle com- 
mittees of both organizations, and eliminates dupli- 
cation of efforts. 

The accompanying article describes AGA and 
EEI activities in the field of effective fleet opera- 
tion, and shows how committees of vocational asso- 
ciations can contribute to the solution of their 
industry's specialized fleet operation problems. 
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MOTOR VEHICLES are a secondary but impor- 
tant tool for gas and electric sales and distributing 
companies. Their major use: to get men and equip- 
ment where they’re needed, when they’re needed. To 
fill this role calls for adequately maintained, efficiently 
operated equipment. 

Offering utility fleet superintendents an opportu- 
nity to take joint action on mutual problems concerned 
with efficient motor vehicle operation is an important 
function of the Automotive and Mobile Equipment 
Committee of the American Gas Assn., and the Trans- 
portation Committee of the Edison Electric Institute, 
national associations of the gas and electric utility 
industries. Faced with many similar problems, the 
fleet operator members of these committees work to- 
gether on projects and hold joint meetings as part of 
the American Gas Assn.’s annual spring Distribution, 
Motor Vehicles and Corrosion Conference. 






















Objectives of both AGA’s Automotive and Mob 
Equipment Committee and EEI’s Transportat 
Committee include: driver training and safe drivi 
practices; standardization of truck body design; i 
proved maintenance schedules; cooperation with 


tional, state and municipal regulatory and licensing 


authorities; and economical application of motori 


equipment. Organization of these committees is fle 


ible, permitting formation of sub-committees to 
specific needs or to handle special projects; with 
sub-committees then being dissolved when their we 
is completed. 


Annual Conference 


While sub-committees are active throughout # 
year, the chief project for the utility fleetmen is f 


annual spring conference. Held in conjunction 
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TENTH OFASERIES 


This is the tenth of a 
series of articles devot- 
ed to groups serving the 
highway transportation 
industry. The next arti- 
cle in this series will be 
devoted to local fleet 
supervisor organizations 
and maintenance super- 
intendents' groups. 





nference provides utility fleet supervisors with an 
portunity to hear presentations on latest develop- 
ents by representatives of equipment manufactur- 
s, to exchange problems and solutions in discussion 
ssions, and to get together with other men holding 
milar positions. 

The conferences are usually scheduled over four- 
y periods, winding up with a visit to the fleet instal- 
tion in the community at which the conference is 
jd. 

To help members keep in touch with new equip- 
ent developments affecting them, each conference 
rogram usually includes several speakers represent- 
g equipment manufacturers. In previous confer- 
wes these presentations have included such topics 
1: Use of LP gas for motor fuel; wheel alignment 
id its importance in fleet operation; new develop- 
ents in fuel and lubricants and their application; 
rakes and braking performance; rubber and factors 
fecting tire mileage; more miles for the battery dol- 
r; selection and application of winches and allied 
juipment; selection of aerial apparatus and related 
assis; foldover derricks; paper and cotton filters; 
hicle leasing; airless spray painting; and portable 
ir compressors. 

Discussion sessions, in which sub-committees make 
wir reports and in which fleet men describe their 
wn procedures also cover a lot of ground. Some of 
e topics discussed in recent conferences are: 

1, Garage vs. Open-Air Storage. 

2. Mechanization of Shops to Reduce Labor Costs. 
3. Training of Equipment Operators. 

4. Safety Awards. 

5. Handling Driver Accidents. 
; A Dynamometers and Their Value on Maintenance 
ork. 

1. Water Filters for Cooling Systems. 

8*Fender Flaps on Pole Trailers. 

9. Employee Job Training Program. 

10. Determining What Work Should be Farmed Out. 
ll. Selection of Proper Tread Design and Tire Life. 
12. Ratio of Customers Per Unit of Transportation. 


a 


Recognition of the important work per- 
formed by Operating Section’s Automo- 
tive and Mobile Equipment Committee, 


in cooperation with EEI’s Transportation 
Committee, is extended by this article 
from Commercial Car Journal 





Sub-Committee Projects 


Many projects are carried on during a year by 
AGA-EEI sub-committees. In recent years these have 
included studies of: the relative merits of compart- 
ment heaters; format and content of driver manuals; 
basis for comparing vehicle operating statistics; de- 
velopment of a simplified preventive maintenance sys- 
tem; methods for selecting, training and up-grading 
employees; mechanization of shops to reduce labor 
costs; and selection and application of specialized 
equipment, such as winches, hydraulic equipment, and 
aerial equipment. At present there are three sub- 
committees. These are: Vehicle Selection, Utilization 
and Retirement, Driver Training and Safe Operating 
Practices; Maintenance Practices and Facilities. 

In these projects, sub-committees composed of men 
who are interested in, and familiar with the subject 
pool their ideas and experiences and draw conclusions 
which they offer for use by other members of the or- 
ganization. The sub-committees are composed of mem- 
bers of both AGA and EEI and their chairmen and 
vice chairmen may belong to either organization. 

The sub-committee reports, as well as many of the 
papers presented at the meetings are reproduced for 
distribution to members of the associations, and are 
also available for reference through the associations’ 
library. 


General Activities 


The motor vehicle committees of both associations 
are only part of the associations’ activities. In the 
American Gas Assn., the Motor Vehicles Committee is 
part of the Operating section. Other sections of AGA 
include: Accounting, Industrial and Commercial 
Gas, Residential Gas, and General Management. In- 
cluded in the General Management section is an Acci- 
dent-Prevention Committee which works in coopera- 
tion with the Operating section. 

The EEI is similarly divided into Accounting, Com- 
mercial, Engineering and General sections, the Trans- 
portation committee being a part of the latter section. 
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to bring gas heat story to key community groups 


Con Edison uses house party technique 


Film parties sell gas heat 





By L. A. SCOFIELD 


Vice-President, Sales 
The Consolidated Edison Company 
of New York, Inc. 


his article is written in the belief that 

Con Edison’s approach to increasing 
its sale of residential gas space heating 
may be of interest to other utilities. 

We are a combination utility, serving 
gas only in the First and Third Wards 
of Queens, in all of the Bronx and Man- 
hattan and in a large part of Westchester 
County, but we have 1,333,000 gas cus- 
tomers. Since 74 percent of New York 
City’s population lives in apartment 
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houses the majority of our residential 
customers use gas only for cooking. The 
saturation of gas cooking in our territory 
is Over 98 percent. 

The apartment house residential cus- 
tomer is not a good prospect for addi- 
tional gas load. His heating needs are 
supplied by the landlord from a central 
system; his garbage is collected quite 
efficiently by the City; the landlord sup- 
plies his hot water needs; and his air 
conditioning requirements are effectively 
filled by electric room cooler units. 

In fact, even the cooking load in 
apartment houses is suffering from the 
inroads made by electric appliances. 
Electric broilers are selling in New York 
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at the rate of 50,000 a year—gas range 
ovens are becoming the storage place for 
electric broilers. Electric skillets and deep 
fryers and coffee pots are increasing in 
popularity with consequent reduction of 
our gas range load. 

But in residential gas space heating 
there is a happy counterpart to this some- 
what dreary picture. Between 1945 and 
1954 the number of gas space heating 
customers in Con Edison territory in- 
creased from 19,100 to 69,600. Over 70 
percent of the new homes built in our 
territory in 1954 were provided with gas 
heat and in Westchester the figure was 
even better—over 90 percent. 

Our biggest market for new residen- 
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tial space heating load is the more than 
200,000 homes now heated with other 
fuels. It is a tough market, beset with a 
widespread misunderstanding as to the 
relative cost of gas in comparison with 
other fuels, especially oil—a misunder- 
standing which the advertising cam- 
paigns of the oil companies have been 
designed to promote. 

Our chief promotional problem has 
been to find an effective formula for get- 
ting the facts to these prospects. To sell 
them gas we had first to change their 
attitude toward its cost. 

During 1954, in an effort to meet this 
problem, we tried the idea of sending 
some of our young ladies into the field to 
develop leads for househeating by con- 


tacting the housewife. Their work led us 
toa brand new conception about how the 
acceptance or rejection of a product is 
effected in the mass market. We learned 
that the mass market, as such, breaks 
down into a series of groups, each ex- 
erting a tremendous influence over its 
members. 

This group influence determines not 
only what they do, but what they buy. 
In one group, the purchase of a Cadillac 
can be “showing off’ —in another it can 
be the right thing to do. Communication 
within these groups is by word-of-mouth. 
The success or failure of a product often 
depends on the message carried by word- 
of-mouth among the members. The 
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women get together while their children 
are playing together. The men get to- 
gether at golf or while they're mowing 
lawns. If you can impose a favorable 
message on this communication system, 
the sales among the group will increase. 

This word-of-mouth communication 
has made gas sales for new homes in 
Westchester County in New York State 
so acceptable that nine out of 10 new 
homes ate gas heated. In Queens, the 
same communication network has worked 
against gas heat so that we get far fewer 
new homes gas heated. The same gas— 
at the same price—with the same sales 
effort. Word-of-mouth communication 
made gas acceptable in one location and 
oil in another. 





The problem, then, was to get our 
story about gas heating on this commu- 
nication network. To serve as a vehicle 
we made ‘Hey Charlie,” an entertaining 
sound color movie. And to get the story 
to the neighborhood leaders, ‘The 
Queen Bees,” we originated the ‘Hey 
Charlie” Picture Party. 

These parties are arranged by a group 
selected from the young ladies who did 
the basic field work last year. They began 
operation last April with a list of “Queen 
Bees” compiled during the field opera- 
tion last year. The picture party format is 
quite simple. The prospect invites at 
least ten of her friends to her home. We 
bring in all the equipment necessary to 


show the movie, we furnish refreshments 
and we show the movie along with a 
short talk and question period. To com- 
pensate the hostess, we give her a choice 
of a small appliance. 

This format has been successful and 
the results have been gratifying. The op- 
eration was started in April of this year. 
Through October there have been over 
1,200 parties attended by nearly 20,000 
people. Our biggest source of demand 
for picture parties comes from people 
who attended one—the operation is 
snowballing. The demand has reached 
the point at which we are scheduling as 
many as 40 a week. In addition the 
movie has been shown at meetings of 
civic associations, service clubs, church 


Scenes from ‘Hey, Charlie” (opposite 
page) show how replacement of old fur- 
nace opens up basement for recreational 
space. At left is typical house party 
where filmed message is brought to home 


groups and the like. Altogether more 
than 30,000 people will have seen “Hey 
Charlie” by the end of the year—that is, 
in a little more than eight months. 

Our prime purpose with “Hey Charlie” 
is, as was said before, to convert public 
opinion to gas heat rather than directly to 
get sales leads. Nevertheless picture par- 
ties have produced more than 500 leads. 
We think these are good leads and that 
most of them will result in sales. Picture 
parties have taught us that our present 
gas heating customers are our best sales- 
men. They have given us a new oppor- 
tunity to straighten out complaints while 
they are still in the early stages. They 
have convinced us that we are on the 
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New Con Edison service centers provide facilities to keep heating installations in 
top working order and teach dealer-contractors how to make approved installations 


right track in getting the story of gas 
heat to our prospects. 

We realize, of course, that there is 
more to selling gas heat than simply get- 
ting the customer’s name on the line. He 
should be a satisfied customer from the 
moment his house heating equipment is 
started and there should be provision to 
see that he can be kept satisfied through 
satisfactory local servicing facilities. To 
insure that proper equipment of the 
right size is selected and that it is cor- 
rectly installed and properly adjusted at 
start-up, we set up a group of “diag- 
nosticians.”’ 

These men are skilled in sizing, in- 
stalling and adjusting gas heating equip- 
ment. They work with the installing 
plumber from the inception of the job 
and at start-up they presently help him 
set input and adjustments to insure satis- 
factory combustion. And before they 


leave the job they instruct the customer 
in the operation of his new gas heating 
installation. 

Con Edison neither merchandises nor 
services gas appliances. We recognize, 
however, that adequate neighborhood 
servicing facilities must be readily avail- 
able to our customers if they are to con- 
tinue as satisfied customers. To help in- 
sure this we have established three mod- 
ern service training centers, one each in 
Flushing and The Bronx in New York 
City and at White Plains in Westchester 
County. These Centers are available to 
manufacturers, distributors, trade associ- 
ations, labor organizations and other in- 
dustry groups for promotional, educa- 
tional and demonstration purposes. 

They are equipped with modern facil- 
ities to permit live operation of repre- 
sentative gas heating and water heating 
appliances and controls. Each has an au- 


ditorium, classroom with facilities for 
lectures and sound motion pictures and 
a reference library stocked with manu- 
facturers’ installation and service man- 
uals to serve as a source of information 
to the trade. These centers have been in 
constant demand by plumber-dealer or- 
ganizations and local plumber unions 
from the day of opening for training and 
demonstration. 

“Hey Charlie’ picture parties have 
been an effective device for converting 
the prospective house heating customers 
toward gas. During 1954 new gas rev- 
enue from space and water heating 
installations was slightly more than 
$2,000,000, in 1955—the year in which 
we launched “Hey Charlie’’— new rev- 
enue will exceed $3,300,000 and for 
1956 the sales quota has been set at 
$4,200,000. 

There has been considerable interest 
in our movie among local gas companies 
in New York State. If enough gas com- 
panies are interested in obtaining a copy 
of this movie, we are willing to make a 
new film which will exclude the words 
“Con Edison” or any specific reference 
to the cost of gas. The only credit to Con 
Edison would be the closing acknowl- 
edgment title frame reading ‘Produced 
by George Blake Enterprises, Inc. for 
Consolidated Edison Company of New 
York, Inc.” 

We estimate the cost would be about 
$300 per copy. 

But, of course, the demand will deter- 
mine whether or not we will remake the 
film. We would appreciate hearing from 
you. Just write L. A. Scofield, vice-presi- 
dent—sales, Consolidated Edison Co., 
4 Irving Place, New York. 





New Residential group streamlines Section activities 


|" line with one of the recommenda- 
tions in the recently completed Ful- 
ler & Smith & Ross survey sponsored 
by A. G. A. among its member gas 
utility companies, that an effort be 
made to endeavor to streamline or sim- 
plify A. G. A. committee and meeting 
structures, the Residential Gas Section 
will be reorganized for the coming 
Association year. 

In place of the individual appliance 
committees of the Section and its Man- 
aging Committee, a new Residential 
Gas Sales Committee has been organ- 
ized. It will be the function of this com- 
mittee to organize the timing, format 
and details of the A. G. A. residential 


gas sales and promotional programs. 

Membership on this committee will 
include sales managers and sales ex- 
ecutives from gas utility companies 
fully representative of the industry 
from the standpoint of geographic lo- 
cation, number of residential meters 
represented by committee members, 
and from their thorough knowledge 
and experience in the promotion and 
sale of residential gas service. Mem- 
bership on the committee will also in- 
clude representatives of each regional 
and state association, and representa- 
tives from the seven residential divi- 
sions of Gas Appliance Manufacturers 
Association. 


It is believed that this reorganiza- 
tion program will result in a substan- 
tial reduction in time and money ex- 
pended by the A. G. A. promotion and 
advertising staff who found it neces- 
sary to attend the many individual 
committee meetings in the past. Similar 
savings by gas utilities are expected. 

Included in the reorganization of 
the Section’s activities will be the 
merging or combining of two of the 
three Regional Gas Sales Conferences 
sponsored by the Section. The former 
New York-New Jersey and Eastern 
Natural Gas Sales Conferences have 
been combined into an Eastern Gas 

(Continued on page 47) 
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Purchasing procedures___ 
(Continued from page 18) 


cal to assume that the downward trend 
of orders originated has been influenced 
significantly by our control system. 

Fig. 3 shows the average monthly in- 
ventory for the years corresponding to 
those in Fig. 2, and also a straight line 
trend curve of these figures. 

The downward trend has occurred 
during a period of high activity, as 
shown by the record of issues, and also 


in face of the steady increase in material 
costs. Some idea of material costs may be 
formed by use of the McGill Commod- 
ity Indices. Using this information we 
estimate the composite index for our in- 
ventory as of January 1, 1948 was 150. 
For January 1, 1955 it was 202. 

The curve in Fig. 3 is not adjusted for 
this difference. Consequently, an adjusted 
curve would show an even sharper down- 
ward trend. 

At Washington Gas Light Company 
plan and method have been the keynote 


to efficient operations. The results for 
Purchasing and Stores have been reduc- 
tion in work load and concrete savings— 
measurable in hard U. S. dollars. But the 
implications overlap a single department 
or a single company. In a regulated in- 
dustry, which cannot readily increase 
prices to reflect increased costs, everyone 
must examine his habits and educate his 
hunches in order to be sure that he is in- 
suring the customers the most for their 
money and the greatest possible return 
to the stockholders. 





Facts and Figures 


(Continued from page 23) 


tember and 110,700 units put under con- 
struction in October of 1954. How- 
ever, the October's annual rate of private 
home building on a seasonally adjusted 
basis is holding at 1.2 million units, 
making 1955 the second best in history. 

Automatic gas dryer shipments con- 
tinue to set new records. During Octo- 
ber, 45,000 automatic gas dryers were 
shipped, up 55.8 per cent over the same 
month a year ago. Electric dryer ship- 
ments for the month of October aggre- 
gated 121,800 units, an increase of 30.6 
per cent over a year ago. Shipments of 
gas dryers during the first ten months of 


1955 totaled 275,700 units up 57.9. 


per cent over the same cumulative pe- 
riod of a year ago. It now appears that 
such shipments for the entire year of 
1955 will be in the neighborhood of 
350,000 units. 

Gas appliance data relate to manufac- 
turers’ shipments by the entire industry 
compiled by the Gas Appliance Manu- 
facturers Association. Industry-wide elec- 
tric appliance statistics are based on data 
compiled by the National Electric Manu- 
facturers Association and are reprinted 
by GAMA in its releases. Data on both 
gas and electric dryer shipments are re- 
leased regularly by the American Home 
Laundry Manufacturers Association. 

Gas utility and pipeline construction 
expenditures during the third quarter of 
1955 totaled $430 million, up 61.7 per 
cent from the $266 million spent in the 
same quarter a year ago and 56.9 per 
cent higher than second quarter 1955 
expenditures. Anticipated construction 
expenditures during the last quarter are 
$498 million. The increase in construc- 
tion expenditures in the third and fourth 
quarters of 1955 reflect the activity in 
the construction of two major pipeline 
projects, the Pacific Northwest Pipeline 
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Company and the American Louisiana 
Pipeline Company. Estimated construc- 
tion expenditures of the gas utility and 
pipeline industry for the year 1955 are 
$1,385 million. The industry is currently 
forecasting construction expenditures for 
1956 at $1.2 billion. 

Total operating revenues of the gas 
utility and pipeline industry (including 
both pipeline sales for resale and distri- 
bution company sales to ultimate con- 
sumers) topped the $5 billion level. For 
the 12 months ended September 30, 
1955, total operating revenues aggre- 
gated $5,108 million, an increase of 
$656 million, or 14.7 per cent above the 
same cumulative period in 1954. Dur- 
ing this period, operating expenses of 
$3,422 million rose $432 million, or 
14.4 per cent higher than 1954. Net 
income for the 12 month period hit a 
record $487 million, up 10.7 per cent. 

Total sales of the gas utility and pipe- 
line industry to ultimate consumers dur- 
ing October, 1955, were 4,958 million 


therms, up 12.4 per cent over sales of 
4,412 million therms in October of last 
year. The current housing boom has been 
primarily responsible for a marked in- 
crease in gas utility customers, and in 
sales. Nearly 1.2 million starts have been 
made up to October 1955. The prepon- 
derance of these homes were constructed 
within franchise areas of gas utilities, 
who have added approximately 1.0 mil- 
lion customers since last October. Higher 
appliance saturations have also stimu- 
lated gas utility sales. Industrial produc- 
tion in October, as measured by the Fed- 
eral Reserve Board Index, was at 142 
per cent of the 1947-1949 average, or 
the same level as in September and 12.7 
per cent higher than October 1954. The 
Association’s October index of utility 
and pipeline gas sales is 208.8 (1947- 
1949 = 100). 

Sales of gas to ultimate consumers dur- 
ing the 12 months ending October 31, 
1955 aggregated 65.2 billion therms, up 
8.5 per cent over a year ago. 


GAS INDUSTRY INCOME STATEMENT 
(MILLIONS OF DOLLARS) 
(REFERS TO ALL DISTRIBUTING UTILITIES AND PIPELINE COMPANIES) 


Total operating revenues 
Operating expenses—operations 
Operating exp int e 
Operating expenses—Total 
Depreciation, retirements, depletion, 
amortization, etc. 
Federal income and excess profits taxes 
All other taxes 
Total taxes 
Total operating revenue deductions 
Net operating revenues 
Other income 
Gross income 
Interest on long term debt 
Other income deductions 
Total income deductions 
Net income 





TOTAL INDUSTRY 


Twelve Months 
Ending September 30 





1955 1954 


Per Cent 
Change 





$5,108 





$4,452 
3,253 2,836 

189 174 
3,442 3,010 


+ 147 
+ 147 
+ 86 
+ 14.4 


355 324 + 96 
393 318 + 23.6 
253 225 + 12.4 
543 + 19.0 
3,877 + 14.6 
575 + 157 
40 61 — 34.4 
705 636 + 108 
200 188 + 64 
18 8 +125.0 
218 196 + 11.2 
487 440 + 107 


646 
4,443 
665 

















bed 
news — 


sd 
Pa 
< 


Officials view 
Herscher field 


A GROUP of state and city officials led by 
Gov. William G. Stratton and George R. 
Perrine, chairman of the Illinois Commerce 
Commission, made a tour of inspection of 
the Herscher, Ill., underground natural gas 
storage field, where a $7.5 million expansion 
program is approaching completion. 


In presenting the assembled guests with a 
first-hand report of the storage field’s success- 
ful development, James F. Oates Jr., chairman, 
The Peoples Gas Light and Coke Co., Chicago, 
explained that expansion of the Herscher 
project will make more gas available to 
Peoples Gas and to 24 other gas utilities, 
beginning this heating season. 

Natural Gas Storage Company of Illinois, 
a subsidiary of Peoples Gas, developed the 
storage field and operates it as an increasingly 
important facility in the fully-integrated 
natural gas system which supplies the Chicago 
region and other cities and communities in a 
six state area of the Midwest. 

Five of the customer companies of Natural 
Gas Storage—Peoples Gas, Northern Illinois 
Gas, North Shore Gas Co., Northern Indiana 
Public Service Co., and Central Illinois Elec- 
tric and Gas Co.—executed development 
contracts in 1952 which facilitated the initial 
bond financing of the storage company. 

When the current construction program is 
completed, the storage field’s peak day de- 
liverability for this winter will be increased 
from 150 million to 300 million cubic feet of 
natural gas, Mr. Oates stated. A peak day de- 


liverability of 430 million cubic feet is ex. 
pected to be realized. 

The increase in the field’s peak day de 
livery capacity is being achieved by: the con- 
struction of 31 miles of 36 inch diameter pipe. 
line to transport larger volumes of natural gas 
from storage to the Chicago market area; in- 
jection of more cushion gas into storage; and 
installation of a permanent gathering system 
to recover and return venting gas to the reser- 
voir. 

Among the approximately 100 guests in. 
vited to the inspection tour were Latham 
Castle, Illinois attorney general; Charles F, 
Carpentier, secretary of state; Commissioners 
Cyrus J. Colter, Jesse L. Simpson, J. G. Van- 
Keuren and William Vicars, Illinois Com- 
merce Commission; Jerome K. Kuykendall, 
chairman, Federal Power Commission; Mayor 
Richard J. Daley, Chicago; Mayor Edward P. 
Madison, Kankakee, Ill.; Mayor Maurice 
Leiser, Herscher; 14 state senators and repre. 
sentatives; B. H. Schull, director, Illinois De. 
partment of Mines and Minerals; C. W., 
Klassen, chief sanitary engineer, Illinois De. 
partment of Public Health, and Dr. John C 
Frye, chief of the Illinois geological survey, 


New Jersey Natural rents hot water heaters to customers 


NEW PLAN for the rental of hot water 

heaters for residents of Cape May county 
has been announced by the New Jersey Nat- 
ural Gas Company, Asbury Park. Cape May 
county is one of 10 areas in the country being 
used in the American Gas Association’s Ac- 
tion-Demonstration Program. 

Plans for the water heater rental program 
were disclosed to plumbing contractors and 
plumbing supply dealers at meetings in No- 


vember in Wildwood and Ocean City. W. 
Daniel Williams, vice-president in charge of 
sales of the utility, explained that while water 
heater rental programs have been used else- 
where, the manner in which it is being con- 
ducted in Cape May county is new. He said 
this is the first time master plumbers and 
plumbing jobbers have been given the major 
role in such a program, thus giving them the 
opportunity to obtain the water heater business 


without chance of credit risk or investment. 

William R. Wallis, Southern division man- 
ager for the gas company, said the plan to 
rent water heaters to customers for $2 a month 
insures “a modern method of supplying ade- 
quate hot water at the lowest cost.” William 
J. Miners, residential sales manager, disclosed 
that an intensive campaign of newspaper ad- 
vertising, direct mail and radio broadcasts is 
part of the program. 


Equitable Gas presents first public relations award 


PUBLIC RELATIONS award program has 
been established by Equitable Gas Co., 
Pittsburgh, to spotlight specific instances of 
the value of good public relations in serving 


the public. A. W. Conover, president, pre- 
sented the first award to Paul H. Besnecker, a 
veteran customer service man with 20 years of 
service with the company. 


Division Superintendent J. R. Headley (1) holds Equitable Gas Company’s first public relations award, 


as recipient Paul H. B 3 
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service man, is congratulated by President A. W. Conover 


It was for “unusual personal alertness on 
customer service calls, thereby saving life and 
property, and thus winning the gratitude and 
good will of customers for his company,” Mr. 
Conover said. The award will be made every 
two months provided extraordinary service 
has been performed. 

On March 30, 1955, the company received 
a phone call from a housewife who said she 
smelled fumes. Mr. Besnecker, contacted by 
radio, arrived at the home within ten minutes 
but was unable to gain entrance. He aroused 
a neighbor and broke into the first floor apart- 
ment. The housewife, drowsy from fumes, 
was just getting into bed to “sleep.” She in- 
sisted she did not want a doctor, but Mr. 
Besnecker called one. While waiting for the 
doctor, he kept her moving in the fresh ait. 

In a letter to the company afterwards, the 
grateful woman stated: “I spent four days in 
the hospital. Twice while waiting for the 
doctor, I passed out and it was only your man’s 
help that kept me alive.”’ 

The Public Relations Award Committee is 
made up of the vice-president in charge of 
operations, vice-president in charge of sales, 
vice-president and treasurer, and the supet- 
visor of public relations. They review recom- 
mendations for the award from supervisors 
throughout the company. Personnel in all de- 
partments are eligible. 
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Honor Ella Lambert for 30 years with Milwaukee home service 


LANKETING Page 1 and most of Page 4 
B of a recent issue of the Milwaukee Journal 
women’s section was an unqualified tribute 
to the home service department of Milwaukee 
Gas Light Co., and to Mrs. Ella Lambert, who 
created the department. 

Both the department and Mrs. Lambert are 
celebrating their thirtieth anniversary with the 
utility. 

The article, accompanied by four full-color 
photographs, was entitled “Home service for 
three decades—Extensive program for in- 
structing homemakers directed by veteran 
home economist who has served Milwaukee 
area since mid-twenties.” 

Mrs. Lambert stated in the article that many 
changes in homemaking attitudes have oc- 
curred in the time her one-woman department 
expanded into a ten-woman department. 
“When I organized our department, home- 
makers spent long hours in their kitchens 
making unusual and elaborate dishes. Today, 
quickly prepared menus are the ones most fre- 
quently requested.” She went on to say “One 
of our greatest achievements is a recipe.” 

One of her pet projects is working with 
Girl Scouts in helping them get their cook and 
hostess badges. In 1954 her staff worked with 
80 troops with a total of 1,834 girls. 

An active member of various organizations 
including the American Gas Association and 
Wisconsin Utilities Association, she is also 
author of the cookbook The Discriminating 
Hostess. 

Long-time assistants to Mrs. Lambert in 
making the Milwaukee Gas Light home serv- 


The home service staff of Milwaukee (Wis.) Gas Light Company presents a gift to Mrs. Ella Lambert on 
her 30th anniversary as leader of the department. Seated (I. to r.): Mrs. Lambert, Gertrude Berg. 
Standing (I. to r.): Marietta Sands, Sylvia Kieliszkowski, Elsie Alcorn, Mildred Olsen, Mildred Bienstadt 


ice department an important influence in the 
community are: Mrs. Mildred Bienstadt as- 
sistant director, with 26 years’ service; Mil- 


dred Olsen, secretary to Mrs. Lambert, 23 


years’ service; and Gertrude Berg, assistant di- 
rector, 16 years’ service. 


Canadian utility’s contractors courses attract 300 men 


VER 300 men in southwestern Ontario 
have registered for a series of evening 
classes on natural gas installation procedures 
for plumbing and heating contractors, spon- 
sored by Union Gas Company of Canada Ltd., 
Chatham, Ontario. The six-class course, being 


New Freedom Bureau to 


PARADE of the latest ideas for built-in 

kitchen and laundry planning will be 
shown by the American Gas Association in a 
giant display of kitchens at the National As- 
sociation of Home Builders Convention, Jan. 
22-26, in Chicago. An attendance of 25,000 
is expected. 

According to Kenneth F. Muldoon, man- 


conducted in response to requests for informa- 
tion, will consist of lectures on subjects such 
as installation, gas piping and appliance stand- 
ards, gas venting principles, gas combustion 
principles, and the proper methods of install- 
ing and adjusting gas furnaces. The company’s 


display at annual NAHB 


ager, A. G. A. New Freedom Gas Kitchen and 
Laundry Bureau, there will be 12 New Free- 
dom Gas Kitchens and Laundries covering 
260 feet in the Coliseum, the NAHB kitchen 
center; there will also be a unified display of 
nine gas built-in range exhibits. 

Cooperating exhibitors are Kitchen Maid, 
Tracy Kitchens, Toledo Beauty Queen, Lyon 


training instructor, Jack Kehoe, will conduct 
the entire course at each of the main centers 
of London, Sarnia, Chatham, and Windsor, 
from January through March. The company 
will provide registrants with up-to-date litera- 
ture and data on gas equipment. 


convention 


Metal, Mutschler Porta-bilt, American Kitch- 
ens, Republic Steel, Wood-Metal Industries, 
American Standard, St. Charles, and York- 
towne Kitchens. 

Kitchens for the display are being designed 
by such leading magazines as Woman's Home 
Companion, American Home, and House & 
Garden. 


PG&E asks state to authorize $20 million gas line project 


ACIFIC GAS and Electric Company has 

gone before the California Public Utilities 
Commission to seek approval of a $20,686,000 
project to increase by 25 per cent the daily 
volume of gas it imports from out-of-state 
fields. 

Since 1950, the PG&E application said, 
population in the company’s gas service ter- 
titory has increased by 17 per cent and the 
average daily natural gas requirements have 
grown by about 37 per cent. 
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The company currently is receiving 700 
million cubic feet daily—about two-thirds of 
its total annual requirements—from fields in 
Texas and New Mexico. According to the pe- 
tition before Examiner Manley Edwards, the 
supply would be increased to 875 million 
cubic feet daily in a four-stage development 
beginning Nov. 1 and ending Jan. 1, 1959. 

In order to carry the increased deliveries 
the company would invest the $20 million in 
building 149.6 miles of 34-inch steel pipe in 


parallel section to its Super Inch transmission 
line from Topock, Ariz., north to Milpitas. 
With other loopings having been made in 
1953 and 1954, this would result in all but 
70 miles of the 502-mile line having parallel 
sections. 

Additional compressor capacity totaling 
9,260 brake horsepower would be added to 
the three PG&E stations at Topock, Hinkley 
and Kettleman, raising their total to 76,120 
brake horsepower. : 
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MORE HOMES HEAT WITH GAS 
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Since 1949, homes heated by gas have increased 
steadily by approximately a million a year. Esti- 
mates are that two and a half million additional 
homes will be gas-heated in the next two years 


A.G.A. announces new publications 


ISTED BELOW are publications released 

during the past month, and up to closing 
time of this issue of the MONTHLY. Informa- 
tion in parentheses indicates the audiences at 
which each publication is aimed. 


ACCOUNTING 

* Some Do and Some Don’t Take Acceler- 
ated Depreciation (for accountants). By 
R. A. Rosan, and available from Headquar- 
ters at no charge. 


PROMOTION 

* Gas Serves Your Community (for utili- 
ties, elementary schools). Sponsored by the 
Educational Services Bureau of the Ameri- 
can Gas Association, and available at $1.50 
from Headquarters. 


RESEARCH 


* Reactions of Carbon with Carbon Dioxide 
and with Steam (for research groups deal- 
ing with gasification of coal; particularly 
for the production of synthesis gas for mak- 
ing pipeline gas from coal). Written by 
C. G. von Fredersdorff, this IGT Research 


Bulletin No. 19 is available from the Insti- 
tute of Gas Technology at $7.50. 

* Manual for the Design of Extended-Ple 
num Type Air Conditioning Duct Systems 
(for gas companies, manufacturers, archi 
tects, and equipment installers). Sponsored 
by Committee on Domestic Gas Research, 
and available from Headquarters at $1.00, 


SAFETY 


* Use and Care of Gas Appliances (for util 
ity customers, and dealers of gas burning 
equipment). Sponsored by Accident Preven 
tion Committee, and available from Head 
quarters at 2 cents a copy. 

* How Injuries to Gas Men Might Be 
Avoided (for safety men). December issue 
of this Accident Prevention Committe¢ 
quarterly periodical is available from Head 
quarters at 10 cents. 


STATISTICS 

* Monthly Bulletin of Utility Gas Sales— 
October 1955 and November 1955 (for gas 
companies, financial houses). Published by 
and available from A. G. A. Bureau of Sta- 
tistics; free of charge. 


Prepare varied program for General Management Conference 


A STIMULATING table of subjects of in- 
terest to top management and members of 
the eight standing committees of the General 
Management Section has been prepared for 
the second annual General Management Con- 
ference, to be held at the Conrad Hilton Hotel, 
Chicago, April 4-6. 

The conference will consist of general ses- 
sions in the mornings, Section luncheons, and 
combined sessions concurrent with individual 
committee open business meetings on the 
first two afternoons. Committees needing more 
time to complete agendas will also meet on 
April 6. 


Speakers planned for the program are: 
A. G. A. President Dean H. Mitchell; James 
F. Oates Jr., presenting opening remarks and 
welcome; George W. Mitchell, on ‘Economic 
Analysis and Forecast"; Stuart M. Campbell, 
on “Facing Up to the Cost Problem”; and 
Prof. James J. Healy, on “Labor-Management 
Relations.” 

The combined Corporate Secretaries-Com- 
parison of Competitive Services-Economics- 
Rate session will feature a speaker on a sub- 
ject of general interest. These four committees 
and the Accident Prevention Committee will 
sponsor open business meetings, at which in- 


Thousands view Blodgett window exhibit 


Thousands of visitors to New York’s Radio City recently viewed this nearby window display promoting 
gas ovens and burners, sponsored for three weeks by The G. S. Blodgett Co., Inc., Burlington, Vermont. 
The brightly lighted black-and-white exhibit featuring Blodgett gas-fired ovens and the Blodgett Pyra- 
stove was in the main window of the Vermont State Development Commission’s information center 
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terested persons can see active committees ia 
progress. 

The Purchasing and Stores Committee will 
visit plant facilities of Peoples Gas Light and 
Coke Company on April 6. In addition to pre 
senting reports of four subcommittees and 
slide pictures of warehouse design, the com- 
mittee will present papers on “Inventory Yard. 
sticks,” “Why Salvage—Does It Pay?’ and 
“Continuing Requisitions.” 

The combined Insurance-Personnel sessions 
will feature a presentation by a General Elec 
tric Representative on his company’s recently 
negotiated comprehensive health plan. 


Siegler buys Holly 


CQUISITION of Holly Manufacturing Co, 

Pasadena, Calif., producer of wall. type 
heaters, by The Siegler Corp., Chicago, and 
Long Beach, Calif., manufacturer of space 
heating equipment, has been completed. This 
action brings together engineering, manufac 
turing and sales facilities to form a national 
organization producing broad lines of space 
and central heating equipment. Combined 
sales of the two companies are now running 
at an annual average rate of more than $15 
million. 


Hold short course 


HE General Committee of the Southwestem 

Gas Measurement Short Course has at 
nounced that the thirty-first annual course will 
be held at the College of Engineering, Uni- 
versity of Oklahoma, Norman, April 17-19. 
Chairman of the General Committee is Roland 
OQ. Cox, Lone Star Gas Co., Dallas, Texas. 
Future plans indicate that the course will be 
offered at the same place April 16-18 in 1957. 
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Contrast old and new gas appliances at builder convention 


oe 


Strictly utilitarian kitchen of 1926 Houston home has high-legged gas 
range and old ice box with drip pan, contrasting sharply with 1956 home's 
kitchen, built next door. Gas appliances in both of the homes were coor- 


REMENDOUS advances made in the de- 

sign and performance of gas appliances 
during the past 30 years were dramatically 
displayed in completely furnished 1926 and 
1956 homes which highlighted exhibits at 
the state convention of the Texas Home 
Builders Association, held in Houston. 

While the architecture, construction, decor 
and furnishings of both old and new homes 
were in strong contrast, the most striking 
differences were noted in the gas appliances 
in the respective homes. Installation of gas 


Two win Public Service 


gpg ENTRIES have been selected 
for the contest sponsored by the Public 
Service Electric and Gas Co., Newark, N. J., 
during the Old Stove Round-up promotion. 
Encouraged by advertising, flyers, and an- 
nouncements in the Home Service News, con- 
testants were to complete a statement in 50 
words or less, with the two best entries re- 
ceiving deluxe gas ranges with a retail value 
of approximately $350 each. 

Judges were: Harold Massey, managing di- 
rector, Gas Appliance Manufacturers Associa- 


appliances in both homes was coordinated by 
United Gas Corporation and Houston Natural 
Gas Corporation. 

The old ice box with drip pan in the older 
home appeared as an antique beside the mag- 
nificent Servel gas icemaker refrigerator in the 
1956 home. 

The new home, the 10 millionth post-war 
home built in the U.S., was equipped with 
the latest type gas water heater as opposed to 
the outmoded side-arm heater hooked on to 
the water tank in the older home. Separate gas 


tion; Jessie McQueen, home service counsel- 
lor, American Gas Association; and Doris 
Anderson, extension specialist in home man- 
agement, College of Agriculture, New Bruns- 
wick, New Jersey. The judges selected the 
following entries as winners. 

“I would like to win an automatic clock 
controlled gas range because it would guaran- 
tee my four freedoms of the home: freedom 
from fear of no meal (gas is dependable) ; 
freedom from fear of a poor meal (thermo- 
static control); freedom from confining time 


dinated by United Gas Corporation and Houston Natural Gas Corporation 
for exhibition at Texas Home Builders Association state convention. Above, 
Mrs. Clara Irby of United Gas Corporation views modern oven-broiler 


heaters of the type used 30 years ago appeared 
throughout the old home while the modern 
home has central gas heating equipment. 

A wash line of clothes in the yard of the 
old home was a reminder that the automatic 
gas clothes dryer had not yet made its appear- 
ance in 1926. The new home has a compact 
gas laundry. A gas incinerator completed the 
array of up-to-date gas appliances selected for 
the modern home. 

At the close of the convention, the exhibits 
were opened to the public. 


Old Stove Round-up essay contest 


schedules (automatic clock control) ; freedom 
to be and do what I like and still be a good 
home-keeper.” 

“I would like to own an automatic clock 
controlled gas range because I realize what a 
great convenience one would be. Gas is a 
clean, easily regulated, inexpensive, and never 
failing fuel; the thermostatically and clock 
controlled oven would be the perfect servant 
on my busy club and shopping days; and a 
real kitchen efficiency would be enjoyed with 
its many modern features.” 


Manufacturers announce new products and promotions 


PRODUCTS 


@ The A. O. Smith glass-coating of steel 
process now makes its appearance in a small 
commercial water heater, model B-180—a 
Smith-Burkay product. The eight-gallon ca- 
pacity heater can generate a sanitizing rinse 
in restaurants, bringing 140F water to 180F 
for dishwashing equipment. The new model 
(3014 inches high) has a 50,000 Btu per hour 
tating, and 42 gallon per hour recovery. 


@ Permaglas division of A. O. Smith plans 
to expand its warm air furnace and summer 
ait conditioning lines for 1956 by as many as 
60 new models. First units to reach the market 
this month will be the 22 gas-fired furnaces in 
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the Lo-Boy, Hi-Boy, and Downflow models 
ranging from 70,000 Btu per hour input to 
150,000 Btu per hour, with companion two, 
three, and five ton cooling units, air cooled 
and water cooled condensers. With variations 
in model for either belt or direct drive through 
the 100,000 Btu per hour range, this brings 
to 54 the first grouping of new models to 
reach the market this year. Six additional gas- 
fired models ranging from 175,000 to 200,000 
Btu per hour will be available in June. The 
new furnaces will be in color, and will have 
no exterior handles; built-in draft diverter 
has enabled a space saving of eight inches in 
over-all height of these units. Prices will be 
as much as 25 per cent lower than on other 
Permaglas units. 


PROMOTIONS 


@ Factory schools on summer air condition- 
ing are now scheduled for the first quarter of 
1956, and are open to authorized Armstrong 
dealers and wholesaler representatives. The 
course, encompassing one week of intensive 
study, is specifically designed to teach furnace 
men air conditioning. Students work on live 
equipment in the classroom, where heat gain 
calculation and installation procedures are 
taught. The course also teaches how to deter- 
mine if the existing heating duct work is 
usable for cooling, and if not, how to make it 
work. Hundreds of men attended this course 
in the Columbus, Ohio, factory early last year. 
Next one-week classes start on Jan. 15, Jan. 
29, Feb. 5, Feb. 19, March 11, and March 18. 
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Association board of directors meets 


Depicted at Dec. 2 A. G. A. board meeting are (standing, I. to r.): W. T. Stevenson, W. F. Rockwell Jr., 
L. C. Harvey, F. T. Parks, A. W. Conover, R. E. Crawford, D. H. Mitchell, P. E. Beckman, V. T. Miles, 
C. L. May, C. H. Zachry, E. H. Tollefson; (seated, |. to r.): J. W. West Jr., J. H. Collins Sr., H. L. 
Whitelaw, L. E. Biemiller, J. H. Carson, E. R. Eberle, D. K. Yorath, D. B. W. Brown, E. C. Sorby, 
N. B. Bertolette, J. E. Heyke Jr., B. A. McCandless, E. H. Smoker, J. O'Malley, K. R. Boyes, 
H. Massey, E. L. Hall, W. D. Williams, W. H. Ligon, J. C. Peterson, and C. S. Stackpole 


Publish bulletin 
HE RESULTS 
of 10 years of 


a PAR activity 
study of two of 


the fundamental reactions in the production of 
manufactured gas have been published as 
Institute of Gas Technology research bulletin 
No. 19, Reactions of Carbon with Carbon 
Dioxide and with Steam, by C. G. von Fred- 
ersdorff. 

The study had been sponsored since 1945 
by the American Gas Association under its 
PAR Plan. 

Studies of high-temperature (1700F-2500F) 
reactions between a solid fuel and oxidizing 
gases are presented: as the development of 
mathematical procedures which may have 
general use in estimating physical and 
chemical factors associated with carbon gasifi- 
cation; and the application of these procedures 
to the interpretation of steam and carbon 
dioxide decomposition rates and gas analyses, 

Most of the experimental data were ob- 
tained with continuous flow fixed-bed reactors 
operating at atmospheric and superatmos- 
pheric pressures in the institute’s laboratories 
in Chicago. 

Results reported by others are analyzed in 
a literature study and addendum. 


Highlights of cases before Federal Power Commission 


Bureau of Statistics, American Gas Association 


Certificate cases 


@ Central Kentucky Natural Gas Com- 
pany: The FPC has authorized Central 
Kentucky to construct 21 miles of line, a 
two-line 2,550 foot crossing of Licking 
River on the Cold Springs-Anderson Ferry 
Line; a two-line 3,575 foot crossing of the 
Ohio River at Anderson Ferry and an 
installation of an additional 1,980 horse- 
power at the South Means, Kentucky 
station. The estimated cost of this project 
is $25 million. Central Kentucky will also 
retire a portion of its Menifee Compressor 
Station and will sell to Union Light, Heat 
and Power ten miles of pipeline and portion 
of Central Kentucky's multiple crossing of 
the Licking and Ohio Rivers. Cincinnati Gas 
& Electric will purchase Central Kentucky's 
facilities in Ohio connecting with the 
facilities Central would sell to Union. The 
aggregate price of the two sales is estimated 
at $521,000. 


@ El Paso Natural Gas Company: The 
company was authorized by FPC to con- 
struct 413 miles of 34 inch pipe extending 
from the San Juan Basin, and looping exist- 
ing lines, to a point on the Arizona-Cali- 
fornia Border near Topock, Arizona. The 
estimated cost of this project is $194 
million. It will enable El Paso to obtain 
from sources within the Permian Basin up 
to 101 million cubic feet of gas per day; 
an additional 253 million cubic feet from 
the San Juan Basin; 51 million cubic feet 
by purchase from Pacific Northwest Pipe- 
line; and 51 million cubic feet from the 


Pinedale Field in Wyoming, to be delivered to 
Pacific Northwest at a point near the Big 
Piney Field in Wyoming, and received by 
way of exchange an equivalent amount of 
gas from Pacific Northwest at a point within 
the San Juan Basin area. Of the 455 million 
cubic feet increase of gas per day, El Paso 
will sell 177 million cubic feet to Southern 
California Gas Company and Southern 
Counties Gas Co.; 177 million cubic feet 
and Pacific Gas & Electric Co.; 30 million 
cubic feet to Nevada Natural Gas Company 
and 71 million cubic feet to existing cus- 
tomers in Arizona, New Mexico and Texas. 


@ Midwestern Gas Transmission Com- 
pany: The company has filed an application 
with the FPC requesting authorization to 
import up to 204 million cubic feet of 
natural gas per day. This gas to be pur- 
chased from Trans-Canada Pipe Lines, Ltd., 
at a point on the United States-Canadian 
border near Emerson, Manitoba. Mid- 
western’s proposed project would include a 
pipeline connecting with Tennessee Gas 
Transmission’s system near Portland, Tenn., 
and would extend northerly through Ten- 
nessee, Kentucky, Indiana, Illinois, Wis- 
consin and Minnesota to the United States- 
Canadian border where the company would 
receive the gas. Midwestern would purchase 
an additional 204 million cubic feet daily 
from Tennessee Gas at the Portland con- 
nection. 

Midwestern contemplates building a total 
of 1,760 miles of pipeline and five com- 
pressor stations aggregating 25,520 horse- 
power. Total estimated cost of construction 


is $98.0 million. Midwestern would sell gas 
to numerous utility companies and munici- 
palities in the Illinois-Wisconsin-Minnesota 
area. If the utility companies do not pur- 
chase the gas, Midwestern proposes to sell 
it directly to the distribution customers of 
the companies and to industries located 
within economic reach of its system. 


@ Nevada Natural Gas Company: The 
FPC authorized Nevada Natural to con- 
struct 114 miles of looping lines along the 
Needles, California-Las Vegas, Nevada line. 
The estimated cost of this project is $4.1 
million and will enable Nevada Natural to 
transport 30 million cubic feet of additional 
gas to be received from EI Paso. 


@ Pacific Northwest Pipeline Corporation: 
The Company received FPC authorization 
to construct a total of 955 miles of new pipe- 
line and 12,800 horsepower in compressor 
capacity at a total estimated cost of $28.5 
million. Under the authorization, Pacific 
Northwest will import 303.5 million cubic 
feet of natural gas per day to be supplied 
at the United States-Canadian border by 
Westcoast Transmission Company Ltd., 
from gas fields in the Peace River area of 
Alberta and British Columbia. Pacific 
Northwest will receive the Canadian gas 
from Westcoast Transmission at a point 
near Sumas, Washington. 

The natural gas will be sold at various 
points on Pacific Northwest’s system. The 
company also plans to export some gas to 
Canada. The export includes a maximum of 
12 million cubic feet of gas daily on a tem- 
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porary basis for distribution in Vancouver, 
B. C., pending completion of Westcoast’s 
facilities in the fall of 1957. Pacific North- 
west also will export 12.6 cubic feet daily 
to the Trail area of British Columbia with 
delivery near Boundary, Washington. 

In authorizing the import of the gas, the 
Commission pointed out that, as a supple- 
mentary source of gas for a market pri- 
marily served with gas coming from the op- 
posite end of the integrated system, Pacific 
Northwest’s proposal has many advantages. 
The Canadian gas, for the first few years at 
least, will be largely used for industrial 
purposes, thus permitting interruption to 
render firm service to domestic and com- 
mercial customers, the Commission said. 
Furthermore, it added, the existence of the 
supply at the northern end of the system 
would facilitate plans for temporary emer- 
gency service in the event of a line break or 
other interruption to the receipt of gas from 
Pacific Northwest’s other sources. 


@ Tennessee Gas Transmission Company: 
The company filed an application with the 
FPC seeking authority to construct 100 
miles of gathering lines in Texas and Loui- 
siana, and 42,140 compressor horsepower. 
This would enable Tennessee Gas to in- 
crease its system capacity to permit delivery 


_ of 204 million cubic feet of gas per day to 


Midwestern Gas Transmission. Total esti- 
mated cost of construction is $18.6 million. 

In a second application, Tennessee pro- 
poses to build 162 miles of main line loop 
paralleling sections of its existing system; 
13,940 horsepower in new and existing sta- 
tions; and 75 miles of gathering lines in 
Texas and Louisiana. These facilities, esti- 
mated to cost $24.3 million, would increase 
Tennessee’s system design capacity by about 
64 million cubic feet per day. 

In a third application Tennessee Gas pro- 
poses to sell to Trans-Canada near Niagara 





Falls, N. Y., 86.8 million cubic feet of gas 
per day. No new construction is involved 
in this application, but merely authority to 
operate existing facilities presently unused. 


@ Texas Gas Transmission Corporation: 
Presiding Examiner Samual Binder of the 
FPC filed a decision, subject to review by 
the Commission, authorizing Texas Gas to 
build a 105 mile supply line. This line 
would extend from a point in the East Lake 
Palourde Gas Field, Assumption Parish, 
Louisiana, to the Texas Gas system near 
Eunice, Louisiana. Texas Gas also will 
construct loops paralleling sections of its ex- 
isting system in Arkansas, Mississippi, Ten- 
nessee, Kentucky, and Indiana, and addi- 
tional compressor facilities totaling 19,190 
horsepower. Total estimated cost of the 
project is $20 million. These new facilities 
will enable Texas Gas to serve the increased 
firm requirements of its customers estimated 
at 109 million cubic feet of gas per day 
over its presently authorized service by 
1957-1958 winter season. 


Rate cases 


@ Transcontinental Gas Pipe Line Corpo- 
ration: The FPC has approved a proposed 
settlement of a rate proceeding under which 
a $6.2 million annual wholesale gas rate 
increase now being collected by Transcon- 
tinental will be reduced by approximately 
$1.1 million per year. The proceedings ac- 
tually involve two rate increases by Trans- 
continental, both of which are in effect 
subject to refund. One of the increases, to- 
taling about $4 million per year, has been 
in effect since last February 1, and the other, 
which amounts to $2.2 million annually 
over and above the first increase, has been 
in effect since last April 1. The first increase 
was suspended by an FPC order issued in 
November 1954 and the second by an order 








issued last February. 

The settlement provides also that Trans- 
continental shall refund, with interest, 4 
mills (0.4 cents) for each thousand cubic 
feet of gas purchased (including storage 
deliveries) by its wholesale customers dur- 
ing the period from last April 1 to October 
1, the effective date of the new rates. Trans- 
continental serves about 60 wholesale cus- 
tomers in New York, New Jersey, Pennsyl- 
vania, Maryland, North Carolina, South 
Carolina, Georgia, Alabama and Virginia. 


In other proceedings before the FPC, Na- 
tional Gas and Oil Corporation and Natural 
Gas Company of Western Carolina were 
exempted from regulation under the Natural 
Gas Act pursuant to terms of the Hinishaw 
Amendment. A total of 78 companies have 
now been exempted, either fully or partially. 
The FPC authorized Atlantic Seaboard Cor- 
poration to acquire underground natural 
gas storage facilities in Upshur County, W. 
Va., from its affiliate, United Fuel Gas Com- 
pany. The storage pool is located near Sea- 
board’s 26 inch Cobb (W. Va.)-Baltimore 
(Md.) line in the vicinity of its Cleveland 
compressor station in Upshur County. Peak 
day withdrawals from the pool during the 
coming winter are estimated at 25 million 
cubic feet of natural gas. Cost of acquisition 
is $1.1 million. 

In another action, the Commission granted 
temporary authority to Panhandle East- 
ern Pipe Line Company to increase its 
annual storage sales to Michigan Gas Stor- 
age from 42.6 billion cubic feet to 56.0 bil- 
lion cubic feet. The temporary certificate 
also provides for Panhandle to make storage 
sales to East Ohio of 6.0 billion cubic feet 
per year. In both cases, the temporary author- 
ization covers the period from December 
1, 1955, to November 30, 1956, or until 
further order of the Commission, whichever 
is earlier. 








Folke Emil Sellman 


former vice-president of Servel, Inc., died last 
month at the age of 69. Mr. Sellman, who 
retired several years ago, was organizer and 
former president of Gas Refrigerator Dis- 
tributors, Inc. A 1908 graduate of Stevens 
Institute, Mr. Sellman joined Servel in 1926 
as engineering assistant. 

He was a member of the American Gas 
Association and of the board of the predeces- 
sor of the Gas Appliance Manufacturers As- 
sociation. He was also a director of Gas In- 
dustries Inc., a non-profit organization which 
handled the gas industry's participation in the 
New York World’s Fair. 

Survivors are his widow, Minnie H. Sell- 
man; three daughters; and a brother, Nils T. 






ISSUE OF JANUARY, 1956 


Sellman, retired assistant vice-president of 
Consolidated Edison. 


Leo J. Strohmeyer 


vice-president in charge of the sales depart- 
ment, Eclipse Fuel Engineering Co., Rockford, 
Ill., died last month. 

Mr. Strohmeyer had been associated with 
the Eclipse Fuel Engineering Company and the 
gas industry for the past 35 years, having 
started with the company as an engineering 
clerk. 

He was a member of the Industrial and 
Commercial Gas Section of the American Gas 
Association. 


Samuel S. Wyer 


author of numerous books and pamphlets on 
the gas industry, and for 50 years an expert on 
natural gas production and distribution, died 
recently of a heart attack. 

A 1903 graduate from Ohio State Univer- 
sity, Mr. Wyer was chief of natural gas con- 
servation, U.S. Fuel Administration, during 
World War I. He lectured in all sections of 









the country before engineering groups, and 
for many years was a consultant to gas com- 
panies including The Ohio Fuel Gas Co., 
Columbus. He held 50 year membership pins 
in the American Society of Mechanical Engi- 
neers and American Institute of Mining and 
Metallurgical Engineers. 

Survivors are his widow, Eva; two sons, a 
sister, and eight grandchildren. 


Horace P. Liversidge 


chairman of the board, Philadelphia Electric 
Co., died last month at the age of 77. 

He started in the utility industry in 1898, 
with the Edison Electric Light Co., forerunner 
of Philadelphia Electric. He was elected vice- 
president in 1924, vice-president and general 
manager in 1926, a director in 1936, presi- 
dent in 1938, and chairman of the board in 
1947. 

He was affiliated as a trustee or director of 
many important business, financial, charitable, 
and business groups. His industrial activities 
included membership on the advisory commit- 
tee of the Edison Electric Institute. 














Arkansas Louisiana elects Weyland chairman, Hamilton president 


A. H. Weyland J. C. Hamilton 


H. WEYLAND, president of Arkansas 
. Louisiana Gas Co., Shreveport, La., since 
1945, has been elected chairman of the board 
of directors, and J. C. Hamilton, senior vice- 
president, has been elevated to president. 
In addition, the board elected James C. 
Templeton a vice-president of the company, 
and M. D. LaGrone an assistant secretary. A 


SOIEL 
and 


otherwise 


successor will be elected later for T. J. Heard, 
secretary, who retired last month. 

Mr. Weyland, connected with various Cit- 
ies Service companies since 1919, was vice- 
president of Arkansas Natural Gas Corp., and 
president of its subsidiaries, Arkansas Loui- 
siana Gas Corp., and Arkansas Fuel Oil Corp., 
until 1953 when Arkansas Natural was dis- 
solved. At that time he became president of 
Arkansas Louisiana Gas Company. 

Mr. Hamilton, new president, has been con- 
nected with Arkansas Louisiana and predeces- 
sor companies since 1919. He has served as 
assistant secretary, manager of the rate and 
valuation department, and was elected a vice- 
president in 1946, senior vice-president in 
1955. He has been in charge of income and 
ad valorem tax matters, insurance, safety 
work, rate and regulatory, public relations, ad- 
vertising, sales policies, contract negotiations, 
purchase and sale of gas, and has been re- 
sponsible for the company’s work before the 
state and national regulatory authorities. 

James C. Templeton was general manager 


Elmer director 


HE ELECTION of W. M. Elmer as a direc- 

tor of Texas Gas Transmission Corporation 
has been announced. In addition, Ralph M. 
Thacker has been elected assistant secretary. 
Mr. Elmer, an American Gas Association 
member, is senior vice-president of the com- 
pany in charge of financing, sales, gas supply, 
production and regulatory matters. He is also 
president and a director of Texas Gas Explora- 
tion Corp., Houston, production subsidary of 
Texas Gas. Mr. Elmer joined Texas Gas in 
1947. Prior to that time he held the post of 
public utility accounting manager for Arthur 
Andersen & Company in Chicago and St. 
Louis. 


of production properties in the mid-continent 
area for the Coastal Oil Company. He was 
formerly exploration manager and chief pro- 
duction engineer for Arkansas-Oklahoma Gas 
Co., Fort Smith, Arkansas. 

Mr. LaGrone continues as manager of the 
rate and regulatory department, a position he 
assumed in 1953, 12 years after joining the 
company. 

The entry of Mr. Heard into the natural gas 
industry occurred in 1910, when he joined 
Fort Worth Natural Gas Company; in 1913 
he joined Lone Star Gas Company. He moved 
to Shreveport in 1914 to become secretary. 
treasurer of Reserve Natural Gas Company of 
Louisiana. In 1929, that company was pur. 
chased by Arkansas Natural, and Mr. Heard 
was appointed general auditor of the corpora. 
tion and its subsidiaries. In 1932 he was 
elected secretary. When Arkansas Louisiana 
was established as a separate company, Mr, 
Heard was elected secretary. 

Mr. Hamilton and Mr. Heard are members 
of the American Gas Association. 


Tate PR director 


AMES H. TATE has been appointed to the 

newly created position of director of pub 
lic relations of the Atlanta (Ga.) Gas Light 
Company. A graduate of the University of 
Georgia School of Journalism, he has just re. 
cently resigned from military service as public 
information officer. Mr. Tate was formerly 
news editor of the Cobb County Times and 
the Floyd County Herald, both in Georgia, 
He is the author of numerous magazine ar 
ticles and pamphlets. In his new post, Mr. 
Tate will be responsible for the public rela 
tions affairs of the Atlanta Gas Light Com 
pany in the 49 Georgia and two South Caro- 
lina communities it now serves. 


Lone Star elects L. A. Bickel vice-president to succeed Wright 


A. BICKEL, assistant general manager, 

. Dallas division of distribution, Lone Star 
Gas Co., has been elected vice-president of 
Lone Star to succeed Wesley F. Wright, who 
retired Dec. 1 after 44 years of service. F. A. 
Garrett has been elected to succeed Mr. Bickel 
as assistant general manager. 

Mr. Bickel entered the Lone Star system in 
1925 as an employee of Dallas Gas Company. 
He was elected secretary of that company in 
1933, and at the time of its dissolution 11 
years later, he was named assistant secretary 


of Lone Star Gas and chief engineer of the 
Dallas division. 

W. F. Wright started with Dallas Gas as a 
draftsman, became general superintendent for 
the company in 1921. From 1927-29 he also 
served as general superintendent of Fort 
Worth Gas Co., and in 1929 became vice- 
president and general manager of Fort Worth 
Gas. He was elected vice-president and 
operating manager of Dallas Gas and County 
Gas Company in 1933. He became general 
manager of Lone Star’s Dallas division of 


distribution in 1943, and vice-president of 
Lone Star in 1954. 

F. A. Garrett entered the system in 1923, 
and has successively held the positions of 
night inspector, clerk in the purchasing de 
partment, assistant purchasing agent, and 
purchasing agent and building manager. 

All three men are members of the American 
Gas Association. Mr. Wright, a past president 
of the Southern Gas Association, has served 
on the A. G. A. Appliance Servicing Commit 
tee and Domestic Gas Research Committee 


Names in the news—a roundup of promotions and appointments 


MANUFACTURERS 


Frank J. Kiernan, formerly assistant chief 
engineer of United States Stoneware Co., 
has been appointed technical engineer of 
protective coatings sales for Barrett divi- 
sion, Allied Chemical & Dye Corp., New 
York. 

New director of personnel of Bryant di- 
vision, Carrier Corp., is Howard J. Berkel. 
In assuming his new post, Mr. Berkel re- 
linquishes similar responsibilities for Car- 
rier’s unitary equipment division. 
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Two recent appointments have been an- 
nounced by Enamel & Heating Products 
Ltd., Sackville, New Brunswick, Canada. 
R. J. Hesler, who joined the company in 
1945, serving as general sales manager, ex- 
ecutive assistant to the president, and di- 
rector of public relations, has been named 
vice-president of sales. H. G. Burnett has 
been named director of public relations. 

Shirley Pemberton has joined the home 
economics department staff of Robertshaw- 
Fulton Controls Company. She had previ- 


ously served as a home economist with 
International Milling Co., and Arvin Io 
dustries. 


PIPELINES 


W. A. Strauss, employee of Northem 
Natural Gas Co., Omaha, Neb., for the past 
seven years, has been named director of tht 
company’s newly established certificate de 
partment. The new department is primarily 
concerned with acquiring authorities from 
the Federal Power Commission. 
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OSEPH BOWES, president, Oklahoma Nat- 

ural Gas Co., Tulsa, has been named chair- 
man of the board of directors, and Henry A. 
Eddins, executive vice-president, has been 
named president. 

Mr. Bowes was president of Oklahoma Nat- 
ural since 1936. A. E. Bradshaw, who was 
chairman of the board since 1933, remains a 
director and a member of the executive com- 
mittee. 














CLYDE McGRAW, vice-president in 
. charge of operations, Transcontinental Gas 
Pipe Line Co., Houston, Texas, was elected 
executive vice-president of the corporation at 
a recent meeting of the board of directors. 






Elect Clarke vice-president 


ACK CLARKE, formerly director of public 

relations for Texas Eastern Transmission 
Corp., Shreveport, La., has been elected 
executive vice-president of Freestate Industrial 
Development Co., the first planned industrial 
development company in the Shreveport area. 
He will act as manager of Freestate, and assist 
in the administration of Cherokee Farms, Inc., 
an adjacent residential subdivision. The firm 
is considering future production of gas and oil. 

















Public Service promotes five 


UBLIC SERVICE Electric and Gas Co., 

Newark, N. J., has announced four promo- 
tions to the position of general manager in its 
commercial operations organization. They are: 
Bertil P. Dahlstrom, now in charge of rates 
and market research; Spencer A. Moore, 
sales; Gordon M. Peterson, staff operations; 
and Louis R. Quad, commercial. 

E. R. Eberle has been promoted to manager 
of industrial relations. 

Mr. Dahlstrom, a graduate of St. Lawrence 
University and Cooper Union, started with 
the company as an industrial fuel cadet in 
1924. Four years later he was made assistant 
to the rate engineer, and in 1954, was pro- 
moted to rate engineer. 

Mr. Peterson joined Public Service in 1926 
as'a power representative following gradua- 
tion from Rensselaer Polytechnic Institute in 
1926. He has served as assistant commercial 
manager, and manager of power sales. 

Starting with the company in 1925 follow- 
ing graduation from Princeton University, Mr. 
Peterson has held positions as commercial ca- 























Oklahoma elects Bowes and Eddins 







Mr. Eddins, executive vice-president of the 
company since July 1954, is an engineering 
graduate of Texas A & M College. He has 
been engaged in executive positions in the 
utilities industry since 1931. For six years 
prior to joining Oklahoma Natural, he was 
vice-president of Laclede Gas Co., St. Louis, 
Missouri. 

Mr. Eddins is a member of the American 
Gas Association. 


Transcontinental names McGraw 


Mr. McGraw joined Transco as vice-president 
in charge of operations in 1950. He had pre- 
viously been a vice-president of Stone & 
Webster Service Corporation. He is a member 
of the American Gas Association. 


Mr. Clarke joined Texas Eastern after 14 years 
with Lion Oil Co., El Dorado, Arkansas. He 
served as public relations director for the 
transmission company since 1951, directing 
public relations, financial relations, publica- 
tions, and advertising. He is a member of the 
Independent Natural Gas Association of 
America, the Texas Mid-Continent Oil and 
Gas Association, and the Public Information 
Projects Committee of the A. G. A. 


det, assistant to the director of educational 
work, and director of educational work. In 
1942 he was promoted to assistant to the gen- 
eral commercial manager, and in 1949, assist- 
ant general commercial manager. 

Louis R. Quad started with the company in 
1926 following graduation from Rutgers Uni- 
versity. He has served as a commercial cadet, 
special clerk, assistant commercial manager. 
In 1946 he was made commercial manager of 
the central division, and in 1949, assistant 
general commercial manager. 

Mr. Eberle joined Public -Service Electric 
and Gas Company in 1933, and successively 
served as assistant commercial manager, man- 
agerial assistant, and assistant to general man- 
ager. He is now chairman of the American 
Gas Association Accounting Section, and is 
a recipient of the Order of Accounting Merit. 

Mr. Peterson and Mr. Quad are active mem- 
bers of the American Gas Association, the 
former a past chairman of the Personnel Com- 
mittee, and the latter a recipient of the Order 
of Accounting Merit. 


















Residential Section changes 
(Continued from page 38) 
Sales Conference. This Conference will 
serve the states of Delaware, Kentucky, 
Maryland, New York, New Jersey, 
Ohio, Pennsylvania, Virginia, West 
Virginia and Washington, D. C. Mem- 
bets of the Eastern Gas Sales Council 
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will consist of a representative from 
an aggressive gas utility company in 
each of the above states. . 

The Conference will be rotated each 
year, with the 1956 Conference being 
held in New York early in May, and 
the 1957 Conference being scheduled 
for the western part of the territory. 
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7-11 








7-11 
10-11 










22-26 


23-24 


23-25 


12-16 
15-16 


19-21 
22-23 


22-23 


16-18 


19-20 


23-25 


1956 
JANUARY 


19-26 *National Housewares & Home Ap- 


pliance Manufacturers Exhibits, 
Navy Pier, Chicago, Ill. 

*National Association of Home 
Builders Convention and Exposition, 
Chicago, Ill. (A. G. A. will exhibit) 
*Industrial Heating Equipment As- 
sociation, La Salle Hotel, Chicago, 
Il 


Ill. 

eAmerican Society of Heating and 
Air Conditioning Engineers, Cincin- 
nati, Ohio 


MARCH 


*National Association of Corrosion 
Engineers, Hotel Statler, New York 
American Trade Association Execu- 
tives, Washington Conference, Stat- 
ler Hotel, Washington, D. C. 
*Mid-West Gas Association, Hotel 
Fontenelle, Omaha, Neb. 
New England Gas Association, An- 
nual Meeting, Hotel Statler, Boston, 
Mass. 
eOklahoma Utilities Association, 
— Meeting, Oklahoma City, 
la. 


APRIL 


*GAMA 7th Annual Automatic Gas 
Range Conference, Hotel Pierre, 
New York City 

*National Conference of Electric and 
Gas Utility Accountants, Hotels 
Biltmore and Commodore, New 
York City 

eIndiana Gas Association, French 
ay Springs Hotel, French Lick, 


Ind. 

*GAMA Annual Meeting, The 
Greenbrier, White Sulphur Springs, 
W. Va. 

Southern Gas Association Con- 
vention, Dallas, Texas 


MAY 


6-9 *LPGA Convention and Trade Show, 


Conrad Hilton Hotel, Chicago, III. 


7-10 *A. G. A. Distribution, Motor Ve- 


hicles and Corrosion Conference, 
Congress Hotel, Chicago, Ill. 
¢National Restaurant Association 
Convention and Exposition, Navy 
Pier, Chicago, Ill. (A. G. A. will ex- 
hibit) 

eA. G. A. Commercial Gas School, 
Edgewater Beach Hotel, Chicago, Ill. 
eA. G. A. Gas Supply, Transmission 
and Storage Conference, Conrad Hil- 
ton Hotel, Chicago, Ill. 










































































































Personnel service 





SERVICES OFFERED 


Property Manager or General Superintendent— 
broad knowledge all phases utility and LPG 
cylinder and bulk operation, administration, 
engineering, production, distribution, sales and 
utilization. Seek secure position with company 
that can take advantage of and appreciate 
performance. 1824. 

Stockholder-Public Relations—23 years’ service 
with New York City-based utility holding 
company in stockholder report writing and de- 
signing, S.E.C. filings including writing Reg- 
istration Statements, etc. desire new oppor- 
tunity. College degree in accounting plus 
courses in graphic arts. Will relocate, availa- 
ble immediately, (41). 

Experienced Engineer—desires position with 
manufacturer of heating equipment. Six years’ 
experience in design, development of residen- 
tial, industrial gas and oil fired forced warm 
air heating equipment. Two years as chief 
engineer. Knowledge of A. G. A. procedure. 


Personnel Manager—15 years peampensinety re- 
sponsible experience in developing and ad- 
ministering Personnel programs. Can adminis- 
ter or set up training, employment, wage and 
salary administration, labor relations, safety 
and welfare sections, or supervise total de- 
partment. 1827. 

Factory Sales Representative—for past 21 years 
have managed sales, last in the New York 
metropolitan area for one leading national 
manufacturer of ranges, water heaters and 
space heaters. Seek new connection with a rep- 
utable manyfacturer promoting and merchan- 
dising domestic gas appliances preferably in 
the New York area. Top notch performance and 
references. 1828. 

Gas Air Conditioning Sales Engineer—could 
organize and carry out a utility air condition- 
ing sales program. Considerable experience 
training and working with utility, distributor 
and dealer personnel on air conditioning sys- 
tem design, sale, installation and service of 
residential, commercial and industrial jobs. 
Will relocate. 


Chemical Engineer—M.S.-registered professional 


engineer, 15 years diversified experience; 3 in 
natural gas distribution; 12 in supervising 
process development research. Half of the 
latter concerned gas problems. Pilot plants. 
Preliminary design. an cost estimates. Desire 
administrative position in operations or re- 
search. Married, 3 children. (36) 1830. 


Property ape or General Superintendent— 


broad knowledge in construction, maintenance 


and operations. Thirty years experience in 
operations, industrial sales and local office 
affairs. 1831. 


Junior Executive—industrial sales engineer with 
four years utility experience in sales, service, 
customer relations and one year in general 
office work desires position encompassing man- 
agerial duties where industrial experience and 
education might be fully utilized. Wishes to 
grow with company that appreciates ability 
and performance. Degree in business adminis- 
tration. 1832. 


POSITIONS OPEN 


Natural Gas Research Engineer—Bureau of 
Mines Petroleum Experiment Station, Bartles- 
ville, Okla., needs experienced natural-gas en- 
gineer to take the lead in research on deliver- 
ability of underground storage reservoirs and 
productivity of natural-gas wells, being con- 
ducted in cooperation with A. G. A. Knowledge 
of basic theory of fluid flow and mathematical 
aptitude necessary. Permanent Civil Service 
position; vacation, insurance, retirement bene- 
fits. ($7,500-9,000) Reply giving references, edu- 
cation, professional experience. 0790. 


Safety Director—to supervise the safety activi- 
ties of natural gas transmission company. 
Location: Detroit. Must be willing to travel. 
Salary open. Include résumé of experience and 
education. All applications treated confidential. 


. 


Assistant Home Service Director—Northeastern 
combination utility seeking graduate in home 
economics experienced in foods, household eco- 
nomics. Former utility experience desirable, 
but not absolutely necessary. Should be per- 
sonable, meet public easily and able to handle 
assignments in radio and television. Please 
reply in writing giving complete résumé. 0792. 


Graduate Engineer—recent graduate engineer 
required for steel fabricator in the Philadel- 
phia Area, for laboratory work relating to de- 
velopment and new products design on hot 
water heaters and pressure tanks. Experience 
with gas combustion and with A. G. A, re- 
quirements desirable. Permanent type _posi- 
tion in Cuimnesing, Seperinet, with liberal 
company benefits. rite giving complete re- 
sumé. 0793. 


Engineer—large eastern gas utility desires serv- 
ices of an engineer interested in appliance 
testing. Work includes necessary recommenda- 
tions to manufacturers for changes in design 


to meet rigid requirements. Salary commensu- 
rate with abilities. Reply giving age, educa- 
tion and experience. 0794. 


Natural Gas Sales Engineer—natural gas utility 
operating in Texas, New Mexico, Arizona, and 
Colorado needs qualified air conditioning and 
gas sales engineer to coordinate program to 
promote the greater utilization of natural gas, 
Must be able to design industrial air condi- 
tioning systems and initiate and administer 
company-wide air conditioning program. Trav- 
elling required. May headquarter anywhere in 
our system. Age 30-45. Attractive salary. Give 
complete résumé of qualifications. 0795. 


Graduate Mechanical Engineer, Jr., with knowl- 
edge of standard testing practices of A. G. A, 
for central house heating equipment and do- 
mestic water heaters, also knowledge of under- 
writers’ tests for oil-fired central heating 
equipment. This is a good opportunity for a 
qualified engineer to become associated with a 
leading Midwest manufacturer’s heating and 
air conditioning research division. Salary com- 
mensurate with ability. 


Graduate Mechanical or Chemical Engineer, Sr., 
wanted by research division of large Midwest 
manufacturer, for design and development of 
gas-fired appliances. This is an exceptional 
opportunity for a man of experience and cre- 
ative ability. Salary commensurate with 
ability. 0797. 


Graduate Mechanical Engineer, M.S. or Ph.D. 
degree, with at least 10 years’ experience in 
heating and air conditioning design and de- 
velopment, This is an exceptional position for 
an executive type engineer, who can carry a 
high degree of responsibility in both engineer- 
ing and leadership. Location Midwest, salary 
commensurate with ability. 0798. 


Gas House Heating Engineer—exciting opportu- 
nity for experienced gas house heating engineer 
to launch a new career with gas utility in 
Pacific Northwest. Natural gas will arrive 
summer 1956. Major sales effort will start at 
once. Job can become No. 2 in 20-man sales 
department. 0799. 


Engineer—opportunity to fill a key spot in fast 
growing natural gas utility company. Engineer 
with distribution experience needed before 
February 1, 1956. Natural gas will arrive in 
community. summer 1956. Initial assignments 
will involve load factor, industrial gas supply, 
peak shaving, leakage control and distribution 
operation. Job has potential for supervisory 
responsibility in existing operating denartment 
or future engineering department. 0800. 





Industrial relations 
(Continued from page 13) 





be prepared to report to work regularly, ex- 
cept for the normal, usual and anticipated oc- 
casional absences which occur in the course 
of the year or serious illness which may in- 
capacitate for longer than the occasional day. 
The employer should be able to rely upon the 
regular appearance for work of the employee.” 


@ Court decision—What happens when 


the NLRB changes position—When new 
members are appointed to the NLRB, and 
new policies are announced, many em- 
ployers and unions worry about their cur- 


rent contracts. What if the Board changes 
its mind and clamps down on a contract 


clause that had been previously labeled 


“lawful”? Will we be found guilty of un- 
fair labor practices because of it? The 8th 
CA was asked this question, and its answer 
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was “no” 
hood of Teamsters). Here’s how it happened: 


(NLRB vs International Brother- 


An employer signed a contract giving a 
union full authority to settle all controversies 


over employees’ seniority ratings. The Board 
ruled that this delegation of full control to 


the union was unlawful in itself. Further, the 
Board found that several employees lost work 
because the union unlawfully gave them 
seniority ratings based on the date that they 
became union members, rather than on the 
earlier date when they had become employ- 
ees. 

Unfair practice orders were issued against 
the employer and the union. The employer 
satisfied the Board that he was willing to com- 
ply with its order, so court enforcement of 
the order was only sought against the union. 
The union argued that the Board had caught 
it off guard by suddenly changing its former 
position that such a clause was not per se 
unlawful because it did not “on its face” pro- 
vide that the union should make its seniority 


determinations on the basis of union affili- 
ation. 

That part of the Board order against the 
discriminatory seniority ratings given to the 
employees was enforced by the court, but the 
line was drawn there. Although it did not 
doubt the reasonableness or the wisdom of the 
Board’s new rule that giving a union the final 
word in seniority disputes is unlawful per se, 
the court felt that punishment should not be 
meted out merely because the parties have a 
contract with a provision that was valid when 
made, but was later declared unlawful. 

Board decisions serve as a guide for em- 
ployer and union conduct, and they should 
not become traps for those who rely on them 
prior to a Board announcement that it has 
changed its position. 

The court cautioned employers and unions 
that this immunity from punishment does not 
apply to future violations, such as attempts to 
enforce contract provisions like the one in- 
volved, after the Board announces a new rule. 
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